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The Other Side of the Coin 


In TERMS OF HUMAN VALUES, 1956 was a reward- 
ing year for Provident Mutual and its policy 
owners. 

To Provident Mutual policy owners and their 
beneficiaries, benefits of more than $45,000,000 
brought comfort in times of stress, funds for edu- 
cation, enjoyment of retirement years. Group in- 
surance—a new field for the Company—brought the 
bright promise of greater financial security to many 
men and women in business ard industry; hospital- 
ization, accident and sickness insurance eased the 
burden for many others. 

On the other side of the coin, by the hard-headed 
standard of dollars and cents, the past year was 
equally satisfactory. Provident Mutual life insur- 
ance in force reached a record high of $1,820,760,000. 





New life insurance sales, amounting to $187,529,000, 
also exceeded any previous year. Provident Mutual’s 
activities were extended into new fields, resulting in 
new sources of income. Interest earnings from the 
Company’s investments showed further gains and 
an increased dividend scale for policy owners was 
made effective. 

Underlying this activity was the vigorous force 
of Provident Mutual insurance dollars soundly and 
productively at work, providing new homes and new 
jobs, constructing manufacturing and transportation 
facilities, contributing in countless ways to the 
nation’s welfare. 

Provident Mutual’s policy owners may well 
derive a feeling of pride and satisfaction from this 
record of growth and progress. 


Provident Mutual 
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James F. Oates Jr. 
Named President of 
Equitable Society 


Chicago Lawyer Becomes 
Chief Executive Officer 


of N. Y. Company June 1 

NEW YORK—James F. Oates Jr. of 
Chicago, chairman and chief execu- 
tive officer of Peo- 
ples Gas Light & 
Coke Co. of Chica- 
go, was. elected 
president and chief 
executive officer 
of Equitable Soci- 
ety Monday. He 





will take office 

June 1. He _ has 

been a director of 

‘ Equitable since 
James F. Oates Jr. 1955. 

Ray D. Murphy, who has _ been 

chief executive officer since 1953, 

first as president, later as_ chair- 


man, and in both capacities since the 
recent resignation of Charles W. Dow, 
has agreed to remain for a year for 
consultation and advice, as chairman 
of the board. Mr. Murphy joined Equi- 
table in 1913, was for many years its 
actuary, and is widely known as an 
authority on the life insurance busi- 
ness. 

Mr. Oates has a life insurance fam- 
ily background. His father was for 30 
years a general agent at Chicago for 
Northwestern Mutual Life. Mr. Oates 
is a director of First National Bank of 
Chicago, International Harvester Co., 
Great Northern Railway, and Miehle, 
Goss & Dexter, Inc., machinery man- 
ufacturers, and American Gas Assn. 

Before becoming head of Peoples 
Gas Light & Coke Co. in 1948, Mr. 
Oates practiced law in Chicago for 
nearly 25 years, most recently as a 
member of Sidley, Austin, Burgess & 
Smith. He is a member of the Ameri- 
can and Illinois bar associations and 
served as president of Chicago Bar 
Assn. He is a graduate of Northwest- 
ern university law school and grad- 
uated from Princeton in the class of 
1921. He has been a trustee of North- 
western university, an honorary trus- 
tee of George Williams college of Chi- 
cago and is now serving as an alumni 
trustee of Princeton, 

Mr. Oates has served on the board of 
Chicago Assn. of Commerce & Indus- 
try, the Community Fund and other 
professional and social organizations; 
he is immediate past president of 
Commercial Club of Chicago, and is a 
director of Museum of Science & In- 
dustry, Chicago Sunday Evening Club. 

In congratulating the policyholders 
and the Equitable organization on ob- 
taining a man of Mr. Oates’ broad ex- 
ecutive capacity and demonstrated 
leadership, Mr. Murphy emphasized 
that the selection was made after ex- 
tensive consideration by a committee 
of the board of directors of the quali- 
fications necessary for the position, 
“including the spirit of devotion to 
public service which Mr. Oates’ career 


has so amply demonstrated.” 


Metcalf Bills Die 
With Adjournment 
of N.Y. Legislaiure 


ALBANY—The New York legisla- 
ture adjourned without passing the 
Metcalf bills, which would have re- 
quired individual hospital, medical and 
surgical contracts to be written only on 
a guaranteed cost, guaranteed renew- 
abe and non-cancellable basis for life. 
The two sets of five companion bills 
still were before senate and assemby 
committees when the session ended. 


The bills were opposed by American 
Life Convention, Health Insurance 
Assn. of America, Life Insurance Assn. 
of America, and others. Support for 
the bills came from a variety of sourc- 
es, including some non-profit health 
insurance organizations. Their views 
were aired at a 5-hour Albany hearing 
conducted by Sen. Metcalf, Republi- 
can, of Auburn. 

The life of his joint legislative com- 
mittee on health insurance plans was 
extended for another year shortly be- 
fore the legislators went home. The 
committee received $35,000 to carry it 
until next April 1. 

The committee’s bills were based to 
a great extent on a study conducted 
by Columbia university school of pub- 
lic health and administrative medicine. 

Observers on both sides of the fence 
do not see much chance for introduc- 
tion of the same bills at the next ses- 
sion. 

Meanwhile, the New York depart- 
ment is meeting with interested parties 
to draft a questionnaire to be sent to 
A&§S insurers about coverages, provi- 
sions and complaints. The department’s 
complaint bureau also is supplying in- 
formation. Working with the depart- 
ment are representatives of the com- 
panies, the Metcalf committee and oth- 
er state agencies. It is expected that 
results of the study will be ready for 
the legislature late this year. 


Beneficial Life Dedicates 
New $1 Million Building 


Beneficial Life this week dedicated 
its new, million dollar eight-story an- 
nex at 57 West South Temple in Salt 
Lake City. The new building is next 
door to the company’s existing home 
office building, a six-story structure 
that has been modernized and _ air- 
conditioned. 

The dedication ceremony was at- 
tended by the governor of Utah, the 
mayor of Salt Lake, prominent citizens 
of the Inter Mountain Empire, officers 
and directors of Beneficial Life, and 
the 26 general agents of the company. 





Quaife M. Ward Is 
Named by MDRT as 
Executive Director 


The executive committee of the Mil- 
lion Dollar Round Table has appointed 
Quaife M. Ward, 
formerly assistant 
to the president of 
American Retail 
Federation of 
Washington. D.C., 
as its executive 
director. The an- 
nouncement was 
made by Howard 
D. Goldman, 
MDRT chairman, 
in a letter sent to 
the membership 
this week. 

Mr. Goldman, who is general agent 
of Northwestern Mutual Life for Vir- 
ginia, advised the MDRT members that 
for some time it has been the executive 
committee’s considered judgment that 
the services of a competent executive 
director would be most helpful in 
meeting the growing problems arising 
out of greatly increased membership 
and maintenance of various services 
and the annual meeting programs at 
the high levels expected by the mem- 
bers. 

“We first offered the position to 
Harriet Preinitz, our executive secre- 
tary since 1949,” Mr. Goldman wrote 
the members. “It was her choice not to 
be considered but she remains, happily 
for us all, as our executive secretary.” 

Mr. Ward has been with American 
Retail Foundation, since 1953. His 
work there included contacts with 
members of Congress, staff members 
of House and Senate committees, and 
with administrative agencies of the 
government. For about a year before 
joining the federation he was an as- 
sociate professor and the director of 
the alumni fund of Iowa State college, 
of which he is a graduate. From 1947 
to 1952 he was community relations 
field representative and later executive 
manager and secretary of the Illinois 
Chain Store Council, with headquart- 
ers at Chicago. Before that he was 
with Raybestos-Manhattan Co. at 
Chicago for two years, following four 
years with General Electric Co. at 
Cleveland and Schenectady. 

In his letter to the members, Mr. 
Goldman emphasized that “no one on 
the executive committee has the 
slightest fear that adding an executive 
director will change the fundamental 
character of our Round Table, nor the 
volunteer basis (primarily) by which 
it functions.” 


Quaife M. Ward 








Late News Bulletins... 








Mutual Benefit Names McQueen Group Director 


Robert C. McQueen has been elected director of group insurance of Mutual 
Benefit Life. The company last October announced its intention to enter the 
group field. Mr. McQueen has been with Union Central where he was assistant 
actuary and, from 1955 to 1957, group actuary. From 1945 to 1949, he was with 
Equitable Society as assistant mathematician and later as mathematician. He 


if a fellow of Society of Actuaries. 


6lst. Year, No. 14 
April 5, 1957 


FTC Examiner Says 
Inter-Ocean Case 
Should Be Dismissed 


State Doing the Job 
of Regulation, FTC 


Needn’t “Display Power’ 

WASHINGTON—Loren H. Laughlin, 
Federal Trade Commission examiner, 
has issued an order which, if upheld by 
the full FTC, would dismiss the com- 
plaint of A&S_ misrepresentation 
against Inter Ocean. 

The examiner based his action on 
the fact that the insurance commis- 
sioner of Indiana already has specif- 
ically regulated the advertising prac- 
tices of the company. “There is no 
further present duty for this commis- 
sion to perform in the public interest.” 


The Indiana commissioner’s order 
with respect to the misrepresentation 
charged by FTC, though it does not 
exactly conform to the type order FTC 
would issue, “in practical effect has 
accomplished exactly the same pur- 
pose,” the examiner stated. He added 
that for FTC not to issue a “substan- 
tially duplicitous cease and desist or- 
der merely to display whatever power 
it may have over respondent would be 
like beating a dead horse where the 
only effect would be to ruin the com- 
mercial value of its hide.” 

While noting that legally the Indiana 
crder has no effect beyond that state, 
the examiner stated that practically 
speaking any order of a domiciliary 
state has an actual reach as wide as 
the spread of the domestic insurer’s 
business. 


In a case of this type, the examiner 
said, FTC must establish jurisdiction 
and public interest. Lack of either ele- 
ment calls for a dismissal. 

While FTC has ruled “in very broad 
and sweeping final decisions” that. it 
has jurisdiction over insurers selling 
and advertising in interstate com- 
merce, it has not decided to what ex- 
tent, if at all, it will consider, either 
on the issue of jurisdiction or public 
interest, the question of actual effec- 
tive enforcement by states. 

Action such as Indiana’s, the exam- 
iner said, if taken by all states, “would 
fully relieve FTC of the heavy burden 
of further policing a business which 
can be effectively regulated at state 
level if the commissioners will act. 
Such activity would certainly effec- 
tuate the essential aim of public.law 
15,” he declared. 





Chicago H. O. Underwriters 


Slate Meeting for April 11 

Chicago Home Office Life .Under- 
writers Assn. will meet at 6:30 p.m. 
April 11 in Toffenetti’s restaurant; 72 
West Randolph street. Republic .Na- 
tional Life of Dallas will be host at a 
cocktail party preceding the- dinner. 
E. F. Brewer, underwriting vice-pres- 
ident of Republic National, will speak 
on “Underwriting Trends.” 
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Public Relations 
in Life Insurance 
Coming of Age 


NEW YORK—Public relations in life 
insurance is coming of age through 
a advertising, as be- 

ing the most effi- 
cient way of get- 
ting something 
said to countless 
numbers of people, 
Melville P. Dick- 
enson, senior vice- 
president of Equi- 
table Society, told 
150 members of 
Life Advertisers 
Assn. at the an- 
nual eastern round 
table meeting 





M. P. Dickenson 


here. 

Advertising men must meet the 
challenge of providing better and bet- 
ter readership so that the public reac- 
tion to the series of advertisements 
will be favorable, Mr. Dickenson as- 
serted at the closing session of the 2- 
day meeting. 

Although the topic of his talk was 
“Life Insurance Advertising Comes of 
Age,” he suggested that it might be 
more timely to say that public rela- 
tions in life insurance advertising 
comes of age. Advertising is one seg- 
ment of a well-rounded public rela- 
tions program. Not too many years 
have elspsed since it was considered 

(CONTINUED ON PAGE 23) 


Accuse Saunders, 
Smith of ‘Breach 
of Trust’ in Texas 


Two former chairmen of the Texas 
board of insurance commissioners, 
Garland A. Smith and J. Byron Saund- 
ers, were accused of a “gross breach of 
public trust” in dealings with the de- 
funct ICT Ins. Co. of Dallas in a for- 
mal report filed April 1 by the special 
house investigating committee. 

Evidence involving the two ex-com- 
missioners and Max Wayne Rychlik, 
Mr. Smith’s son-in-law, will be turned 
over to a Travis county grand jury, 
the committee announced through its 
chairman, Rep. Scott McDonald of Fort 
Worth. 

The committee noted in its report to 
the house that it had “found evidence 
of substantial payments made under 
questionable circumstances by the ICT 
and other BenJack Cage companies” to 
these three men, each of whom had 
testified during the hearings. It also 
took note of similar payments made 
to L. W. Blanchard, former chief ex- 
aminer, and Robert Butler, former su- 
pervisor of examiners, for the board, 
who are now under medical treatment. 

The report saddled Mr. Cage with 
a major portion of the blame for ICT’s 
ultimate collapse and pointed out that 
the directors, many of whom were of- 
ficials of organized labor, had turned 
to Mr. Cage full responsibility for op- 
erating the firm under a manage- 
ment deal. 

The committee recommended new 

(CONTINUED ON PAGE 21) 
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NW Mutual Sues 
Government for Over- 
Payment of Taxes 


Northwestern Mutual Life last week 
sued the federal government for more 
than $430,000, claiming overpayment 
of income taxes from 1949 through 
1954. 

In a complaint filed in federal court 
here the company asked recovery of 
$383,316 in taxes for the six years and 
an additional $48,003 in interest, for a 
total of $431,319. 

The suit is based on five interpreta- 
tions of internal revenue law. Among 
more than 20 exhibits attached to the 
12 page complaint were letters from 
George Reisimer, director of internal 
revenue here, denying the company’s 
overpayment claims. 

Mr. Reisimer said that he could 
make no comment on the suit until he 
had studied it. 

The company contended that the 
government owed it $3,109 for 1949, 
$36,229 for 1950, $85,677 for 1951, $26,- 
194 for 1952, $138,716 for 1953 and 
$141,392 for 1954. All figures include 
interest. 

Gerald M. Swanstrom, the compa- 
ny’s chief legal counsel, said that the 
government levied deficiencies against 
the company for the taxes after an 
audit. Most of these taxes were paid 
about a year ago, he said. No audit 
has been made on the company’s 1955 
taxes. 

“This is just an honest difference of 
opinion with the government on inter- 
pretation of the law,” he said. “The to- 
tal amount of the suit is infinitesimal 
when compared with the taxes we 
have paid.” 

Mr. Swanstrom said that the compa- 
ny’s federal income taxes had increased 
from about two million dollars for 1950 
to more than nine million dollars for 
1956. 

The complaint said that the company 
paid $317,355 on revenues’ which 
should not have been considered gross 
taxable income, and $65,958 because 
two deductions for “investment expen- 
ses” were not allowed. 

According to internal revenue law, 
the company contended, the gross tax- 
able income of insurance companies 
includes only revenues received from 
“interest, dividends and rents.” 

More than half of the taxes listed in 
the complaint—$202,302—covered a 
government contention that fees re- 
ceived by the company from borrowers 
to commit future loans should be in- 
cluded in the company’s taxable in- 
come as interest. 

The company said that it also was 
erroneously taxed $79,158 on oil and 
gas royalties listed by the government 
as “rents” and $37,895 on premiums 
charged borrowers who paid back 
loans before they were due. The gov- 
ernment listed the latter figure as in- 
terest. 

Government refusal to allow deduc- 
tions for home office maintenance, de- 
preciation and real estate taxes, all 

listed for the company’s investment de- 
partments, cost $62,988 in taxes, the 
complaint said. 


In a final contention, the company 


~said that it should have been allowed 


to deduct expenses of producing non- 
taxable capital gains. The company 
was taxed $2,970 on this point, the 
complaint said. 

Mr. Swanstrom said that the deci- 
sions in the suit would be significant 
for all insurance companies. 


—— 


Continental Assur. 
Grading Premiums 


Now on All Plans 


Continental Assurance this week 
announced that its new “Quantity Dis. 
count” plan now applies to all ordin- 
ary life contracts, both participating 
and non-participating. The all-incly- 
sive use of the plan became effective 
March 25 in all states except Massa- 
chusetts, where only some of the plans 
have been approved. 

Continental reports that it is the 
first life company to use a method of 
“discounting” premiums on a system- 
atically reducing basis per $1,000, ac- 
cording to the amount of insurance 
purchased. The company’s first con- 
tract to incorporate a “quantity dis- 
count” was its ordinary, non-particj- 
pating policy, which was made avail- 
able last Oct. 1. Now all contracts 
benefit. 

Northwestern Mutual Life on Jan, 1 
became the nation’s first major life 
company to apply the graded-by-size 
principle on an “across-the-board” ba- 
sis. . 

Several other companies, some of 
them major ones with coast-to-coast 
operations, reportedly are now making 
preparations to adopt the graded by- 


size principle. Among companies al- | 


ready using the method are Compan- 
ion Life of New York, Standard of 
Oregon, West Coast Life—premiums 
only, and Teachers I. & A.—dividends 
only. 

Continental’s method of computing 
“quantity discount” is this: One pre- 
mium is set for the first $4,000 of in- 
surance and a reduced rate for every 


(CONTINUED ON PAGE 23) 
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Aspegren Attacks 
‘Double-Dollar’ in 
Agents Forum Talk 


The so-called double-dollar plan by 
which a savings bank depositor gets 
an amount of insurance protection 
equal to his bank balance, up to a 
stated figure, was vigorously attacked 
by Oliver R. Aspegren Jr., general 
agent of Ohio National Life at Chi- 
cago, at the agents’ forum during the 
National Assn. of Life Underwriters 
midyear meeting at Roanoke. 

Mr. Aspegren gave a couple of rea- 
sons why he thought the plan was bad 
for the public but mainly he concen- 
trated his fire on what it would do to 
the life companies, the agents, the 
panks, and their relations with the 
public. 

From the public’s point of view, Mr. 
Aspegren’s anti-double-dollar argu- 
ments were that the protection stops, 
usually at age 60, just when it would 
be needed the most, and of course 
would also be subject to discontinu- 
ance if a bank dropped the plan be- 
cause of increased rates or for any 
other reason. 


From the bank’s point of view, Mr. 
Aspegren contended that the plan’s 
value as a promotional device depends 
on outdoing the competition, so that 
the result is more and more liberal 
plans. Other bad points, he said, are 
that the volume tapers off drastically 
after early merchandising efforts; re- 
jection of claims for misrepresenta- 
tion on the applicant’s part will harm 
public relations; costs are likely to 
increase because of anti-selection and 
even at present, the differential in rate 
due to the double-dollar plan results 
in a possible $15 for $1,000 cost for 
term insurance and would hardly be 
much of an inducement except to old- 
er and/or uninsurable risks. 

Mr. Aspegren was particularly criti- 
cal of one plan which contains no safe- 
guard against the possibility of a last- 
minute increase in deposits to boost 
the insurance just prior to death, 
where it was obvious that death was 
imminent. 

“It may not have happened in 
enough instances to be a problem, but 
the incentive to build up the accounts 
of dying relatives: is certainly going 
to be tremendous in time to come if 
these plans are not discontinued,” he 
said. “Every day of the year the fam- 
ilies of some individuals within the 
age limits learn that someone in their 
family will not long survive. There 
are enough of these families where 
the collective resources are such that 
$50,000 or more could be easily dis- 
tributed among institutions at $2,500 
each, assuming that 20 had the plan in. 


“To put it realistically, this is bet- 
ter than betting on the favorite in a 
horse race. If, short of a miracle, the 
individual is going to die, they are 
virtually certain of doubling their 
money. As time goes on, it would not 
be inconceivable that syndicates would 
be organized for the very purpose of 
lending money to families in which 
there was a dying member. The payoff 
could be worked on some basis such as 
Is used by attorneys in accident cases 
—that is—the proceeds would be 
shared. 

“If someone should say this wouldn’t 
be attempted, I would ask them how 
they would go about preventing its 
being done. It is true that the indi- 
viduals putting up the funds could not 
be named directly as the beneficiary, 


Among princi- 
pals at the annual 
meeting in Chica- 
go last week of In- 
surance Federa- 
tion of Illinois are, 
left to right 
E. H. Henning, 
president of Cen- 
tral Standard Life, 
new board chair- 
man of the federa- 
tion; John Die- 
mand, president of 
Ins. Co. of North 
America, speaker 
at the meeting, and 
Lendon A. Knight, 





general attorney for Royal Neighbors, chairman of the executive committee of 


the federation. 








but advance agreements could be en- 
tered into with the survivors and ap- 
propriate notes executed. 

“If the argument were raised that 
people wouldn’t. do it, their attention 
could be called to the risks that are 
being taken every day. Other individu- 
als risk their liberty in tax evasion 
and other cases. If you note the risks 
that people take involving their lives 
and liberty, why would they not en- 
ter into collusion in something as risk- 
less and certain as this would be? As 
the possibilities of this gradually come 
to the attention of the community, the 
effect can be disastrous. People may 
not lie and steal for small sums, al- 
though that is done too, but look at the 
temptation furnished them through 
the large sums which would be in- 
volved by the family of one individual 
of a short life expectancy using sever- 
al plans.” 

Mr. Aspegren said that if the rates 
had to be raised for the insurance fea- 
ture, the result might be to make the 


interest on double-dollar insured ac- 
counts so low and unattractive to sav- 
ers that the plan would have to be 
abandoned. The resulting discontinu- 
ance of the plans would certainly 
arouse a_ great deal of discontent 
among the savers, he predicted, and 
this in turn would not only damage 
the public relations of the financial in- 
stitutions but the life companies as 
well. 

“Certainly the financial institution 
would attempt to place as much of the 
blame as possible on the insurance 
companies,” he said. “This would serve 
to damage the good name of all of us— 
financial institutions, insurance com- 
panies, and life underwriters. 

“We believe that the public interest 
is best served by those to be insured 
purchasing their insurance from those 
equipped to give them service through 
policies over which they themselves 
have control with respect to continu- 
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without the right tools. 


of first. 


and sickness insurance. 





THE MONEY TOOLS 


What they are and what they 
mean to you! 


The dictionary defines a “tool” as an instrument or apparatus 
necessary to the prosecution of one’s profession or trade. As 
a professional underwriter, then, you are out of business 


Almost all companies try to give their men the best tools 
they can. Help . .. in the form of visual aids, proposal forms, 
rate cards ... these are the type of tools most people think 


But, while these “selling tools” are important, (and 
we believe in supplying them 100% ), it is vital that 
you have a complete set of the real “money tools” 
of your trade . . . comprehensive and complete 
forms of individual and group, life and accident 


Our many years of experience coupled with our rapid growth and 
progress enable us to offer our fieldmen a complete line of modern 
coverages. Their success in using these “money tools” is reflected 
in the $38 million of A&H premium and the $364 million of new 
life business paid for during the past year. 


Washivigton ational 


INSURANCE COMPANY 


EVANSTON, ILLINOIS 


‘More than $1 '/2 billion of life insurance in force ... 4 
67 


. . more than $70 million of premium income.” y { ey ig : 
I 
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Freilich Elected by 
Illinois Federation 
at Annual Meeting 


Peter W. Freilich, vice-president of 
Corroon & Reynolds, was elected pres- 
ident of Insurance Federation of Illi- 
nois at that organizations annual meet- 
ing attended by approximately 500 
members of the insurance industry at 
the Palmer House in Chicago. He suc- 
ceeded E. H. Henning, Central Stand- 
ard Life, who was named chairman. 

John A. Diemand, president of North 
America, was guest speaker. His 
speech, “A Growth Industry?” is re- 
ported elsewhere in this issue. Mr. 
Diemand was introduced by Harry H. 
Fuller, midwest manager of National 
Bureau of Casualty Underwriters and 
federation chairman. 

Henry S. Moser, vice-president and 
counsel of Allstate, chairman of the 
arrangements committee, greeted the 
members and introduced guests at the 
spakers table. Among the guests were 
Director Gerber of Illinois, and State 
Senators Arthur Bidwell, president 
pro-tem of the senate, W. Russell Ar- 
rington, and William J. Lynch. 


The entire slate presented by J. S. 
Richardson, Standard Accident, chair- 
man of the nominating committee, was 
elected. Other officers elected were: 
Ralph D. Jones, Continental companies, 
1st vice-president and Miss Florence 
M. Manson, executive secretary and 
treasurer. 

Vice-presidents are: Charles E. 
Becker, Franklin Life; William A. Bo- 
wersox, Fidelity & Deposit; Mr. Fuller; 
John A. Henry, Continental Casualty; 
Spencer R. Keare, Federal Life; Mr. 
Moser; Mr. Richardson; B. W. Rouse, 
Travelers; Neil C. Russell, Chicago 
Motor Club; W. A. Seely, Crum & 
Forster; Hermon D. Smith, Marsh & 
McLennan; Rogers W. Troxell, R. W. 
Troxell & Co.; Ray L. Walker, Assn. 
of Surety & Casualty Companies; and 
Donald K. Weiser, Aetna Casualty. 

Elected to the executive committee 
were: Lendon A. Knight, Royal Neigh- 
bors; Neville Pilling, Zurich; Kyle E. 
Simpson, Home Indemnity; Chase M. 
Smith, Lumbermens Mutual Casualty, 
and L. W. Zonsius Sr., Conkling, Price 
& Webb. 


Vote Merger of Coastal 


States, Columbus Nat'l 


Stockholders of Coastal States Life 
and Columbus National Life have ap- 
proved a merger of the two Atlanta 
companies, to operate as Coastal States 
Life. The merger is subject to approval 
by Commissioner Cravey. 

Under the merger, stockholders of 
Coastal States will receive four addi- 
tional shares of stock for every six 
shares now held, and the Columbus 
National stock in the Coastal States 
portfolio will be cancelled. Columbus 
National stockholders will receive one 
share of Coastal States stock for every 
share of Columbus National stock they 
now hold. . 

Coastal States is licensed in 16 states 
and Columbus National in six. Coastal 
States plans to build an addition to 
its home office. 

Coastal States began business as a 
stock company in 1947, after conver- 
sion from a fraternal association. Co- 
lumbus National was organized in 
1948. General Life, organized in 1947, 
and Dixie Life, organized in 1946, were 
merged into Columbus National in 
1955. It acquired the assets and busi- 
ness of All American Life in a stock 
exchange transaction in 1956. 
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Continuing Strength 
of Economy Reviewed 
at ALC Regional 


“As the first quarter of 1957 comes 
to an end, it is becoming manifest that 
1957 promises to be a year of con- 
tinued good business,” John B. Siegel 
Jr., vice-president of Life of Virginia, 
told a regional meeting of American 
Life Convention this week in Nash- 
ville. “There appears nothing tangible 
on today’s horizon to dispute the as- 
sumption that most segments of the 
economy will continue strong in the 
months ahead,” Mr. Siegel told the 
gathering of 200 top life insurance ex- 
ecutives at the Monday afternoon ses- 
sion of the two-day meeting. ALC pres- 
ident John A. Lloyd, president of Un- 
icon Central Life, introduced Mr. Sie- 
gel to the meeting which had represen- 
tation from 80 member companies. 

Pointing out the tendency to express 
misgivings and caution on the part of 


management, Mr. Siegel examined the 
current soft spots and potential weak- 
nesses in an economy which hes been 
running at break-neck speed for a long 
period of time and are now being free- 
ly stressed. 

There has been a falling off in pro- 
duction in two major sectors of the 
economy, automobiles and _ housing. 
The downtrend in agricultural prices, 
temporarily halted in 1956, has re- 
sumed. The average of all farm prod- 
ucts has reached 80% of parity, the 
lowest reported since world war II. 

Steel production, once considered the 
number one barometer of industrial 
activity, and running at 100% capacity 
only last December is edging down to 
90% and some economists predict 80% 
capacity by late summer. The declin- 
ing trend in carloadings, reduced out- 
put of paper mills, and continued soft 
spots in textiles all point to a slow- 
down and a probable over-all decline 
of 5% in industry activity. 

Mr. Siegel went on to examine the 
offsetting strong points of the economy, 
saying that the pattern of over-all sta- 
bility and moderate growth, referred to 
as a rolling adjustment and typical of 
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Most Precious Cargo 


Aboard their three little ships, the 
Jamestown settlers brought books and 
firearms,mapsand steel tools. . . imple- 
ments of a civilization many thousands 
of years ahead of the unchanging Stone 
Age culture that peered out from shore. 


But most precious of all their cargo 
was the spirit that brought them here. 
The urge to find new places... new 
ideas...new ways. The spirit of 


progress. 


Atlantic Life 





Born here, at the Birthplace of our 
Nation, Atlantic Life has grown up 
in that same spirit. 


This year, in gratitude for that common 
heritage, Atlantic Life joins with all 
America in celebrating the Jamestown 
Festival... 350th anniversary, not 
only of a Nation’s birth, but the birth 
of the spirit of progress in the 
New World. 


Insurance C ompany 
Richmond, Virginia 








N.Y. Life Offers 
New Family Policy 
In Units of $5,000 


New York Life has introduced a 
family policy designed for married 
men aged 18 to 50 and providing 
package coverage for the husband, 
wife and children. 

A feature of the plan is automatic 
coverage, 15 days after birth, of all 
children born to the husband after the 
issue of the policy, with no increase in 
premium. Children legally adopted by 
insured after issue also are covered. 

The policy is issued in $5,000 units, 
each providing $5,000 of whole life on 
the husband, $1,250 of term on the 
wife, if she is the same age bracket as 
the husband, and $1,000 of term on each 
covered child. The amount of cover- 
age on the wife is greater if she is 
younger than the husband, and less if 
she is older. The policy is available in 
units of 1, 1%, 2, 24% or a maximum 
3 per family. The maximum in New 
York is 2 units. 

The policy automatically provides 
double indemnity on husband and wife 
and waiver of premium on the hus- 
band, with the cost included in the 
regular premium. If the husband dies, 
any term in effect on the wife and 
children becomes paid up and con- 
tinues in force until its expiration. 

The wife’s term expires on the pol- 
icy anniversary nearest her husband’s 
65th birthday. The term on each child 
expires on the policy anniversary 
nearest the child’s 22nd birthday or, 
if earlier, on the policy anniversary 
nearest the father’s 65th birthday. 
When the term on the wife and chil- 
dren expires, the coverage may be 


converted to a permanent plan with. 
out evidence of insurability. Children 
may convert for as much as $5,000 for 
each unit. 

To be eligible for the package, both 
husband and wife must be acceptable 
for coverage. The wife must be at 
least age 18, while children, step. 
children and legally adopted children 
must be under age 17% when the 
policy is issued. 

Premiums depend only on the hus- 
band’s age when the policy is issued 
and are payable during his lifetime. 
They are reduced on the policy an- 
niversary nearest his 65th birthday, 
when all term on the wife and chil- 
dren expires. 

Family income, mortgage protection, 
10-year or 20-year term riders on the 
husbands life are available. 

Accumulated dividends may be used 
to pay up the policy on and after the 
premium reduction date. 

The family policy is not available 
in Massachusetts because it has not 
been approved by the insurance de- 
partment, there. 





Wrong Ill. Figures for Bankers of Ia. 

Incorrect figures for the new busi- 
ness of Bankers Life of Iowa were 
shown last week in reporting life in- 
surance results in Illinois. Bankers 
Life had new ordinary of $10,214,038 
in 1956 and at the end of the year had 
$129,500,329 in force in the state. 
Group new business was $34,136,175, 
and the in force was $115,060,085. 





Rondeau E. Baker has joined the 
Colorado department as an examiner 
in the rating division. He has been in 
the general agency and agency busi- 
ness in Denver since 1948. He started 
in insurance in 1909 with London 
Guarantee at Chicago. 








well-balanced 


A well-balanced company is, we believe, a company 


.. whose financial position is strong 


..whose geographical market embraces a 
balance of metropolitan, town and rural 


areas 


.. Whose policy contracts include all funda- 
mental coverages .. . 


...whose contributions to its industry have 
been recognized as outstanding 


. .whose growth has been steady and uniform 


..whose size is sufficiently large to assure 
confidence and prestige 


..whose management, nevertheless, has 
never lost the common touch with agent 
and policy holder 


..whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 


lI 
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ek tal Our Los Angeles Agency has repeated its 
wounded achievement of a year ago by again winning the 
ay: in Massachusetts Mutual PRESIDENT’S TROPHY. 
Yael This high honor is in recognition of the most ROCHESTER 
London outstanding performance by any of our 96 Clarence A. Grimmett, Jr. 
- agencies during the past year. The agencies are 
a rated according to their accomplishments in all 
areas of successful agency operation. 
Leading the field in production, Los Angeles 
sold $39,145,000 of Ordinary. Of this amount, 
12.6%, or $4,927,000, was sold by 16 men in their 
first contract year and 14%, or $5,490,000, by 8 men 
in their second contract year. Twelve of the Los ~~ 
Angeles representatives placed $1,000,000 or more ~ 
Ordinary in our Company during the year — 
ry pany & year. Clarence W. Reuling, C.L.U. 
In the year-long competition for the trophy, Kenney E. Williamson, C.LU. 
Honorable Mention was received by the Rochester, 
Peoria, St. Louis and Savannah agencies. 
Our hearty congratulations and _ sincere 
thanks to these five pace-setting agencies and to 
all members of our great field force for making aA, _@ 
1956 the best year in our long history. hae 
Leonard R. Woods 
: C. Ed Tussey, C.LU. 
SAVANNAH 
Calmon P. Mendel 
LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS THE POLICYHOLDER'S COMPANY 
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350 Attend B.M.A.’s 
Florida Meeting for 
Leading Eastern Agents 


More than 350 persons, including 
leading salesmen from the eastern ter- 
ritory of Business Men’s Assurance 
and their wives, attended B.M.A.’s bi- 
annual eastern all-star convention at 
Hollywood Beach, Fla., recently. 

Guest speakers at the convention in- 
cluded Frank Bettger, author of best 
sellers in the sales field, and Tom Col- 
lins, nationally known after-dinner 
speaker from Kansas City. 


Top Commissions 


More and more discriminating insurance men are 
learning that it’s smart business—profitable busi- 
ness—to work with the North American Accident 


Insurance Company of Chicago. 


Our agents are satisfied agents because in our 
70 years of service to personal insurance under- 
writers, our Commitments have always been rigidly 
adhered to...our relationships personal and friendly. 


Also appearing on the program were 
company officers from the home office 
and B.M.A. members of the Million 
Dollar Round Table, including Jack B. 
Curry, Los Angeles; A. L. Wolf, Flag- 
staff, Ariz., Don Robinson, Salem, Ore.; 
regional manager H. G. Horn, Port- 
land, Ore., and branch manager W. G. 
Chatham, Sacramento, Cal. 

The new B.M.A. management train- 
ing course was announced at the con- 
vention and displayed at the meetings. 
A completely revised salesmen’s train- 
ing program, known as the B.M.A. 
daily reference course and new com- 
prehensive sales material for the pre- 


ferred 30-pay plan, was presented. 

The convention recognized officers 
of the company’s honor clubs. Awards 
went to Mr. Robinson, Mr. Curry, E. 
S. Robinson, Dyersburg, Tenn.; G. K. 
Greer, Vandalia, Ill; H. M. Barnes, 
Chattanooga; Jerry Hirshberg, Phoe- 
nix; Charles W. Thornhill, Seymour, 
Tex.; Conrad R. Sheffer, Eugene, Ore.; 
Frank J. Rocks, Chicago, and Herbert 
J. Homan, Celina, O. 

B.M.A. all-stars representing the 
western half of the country will meet 
for their convention at Palm Springs, 
Cal., May 12-14. 





Level A & H Renewals 
a Life and Accident & Health Plan for Every Prospect 


materials, etc. 


achievements. 


Unbeatable Agency Contract—(Ask any North 


American Agent what he thinks of his contract!). 


No Branch Office to compete with you. 


American Accident Insurance Company 


FOUNDED 1886 





Strictly American Agency System. 


Concrete Assistance to get you off on the right 
foot: hard-hitting sales aids, ad mats, promotional 


Extra Incentives to supplement your production 


If you are interested in making money —not just 
today, but years from now—write 

S. Robert Rauwolf, Vice President 

*  . . the familiar abbreviation for the North American 


Accident Insurance Company of Chicago—one of America's 
oldest and strongest stock companies. 


Licensed to operate in the 48 states and the District of Columbia 
LIFE * ACCIDENT + HEALTH 


209 SOUTH LASALLE STREET *> 


CHICAGO 4, ILLINOIS 


1956 Wisconsin a 
Results Listed for 
Life Companies 


All figures are for ordinary un- 
less designated (G) for group or 
(I) for Industrial. New business 
figures include business revived 
and increased as well as new busi- 
ness paid for. 


New Business In Force 
$ $ 


WISCONSIN COMPANIES 





Cuna Mutual .................... 510,497 2,841 
' (G) 29,888,300  122,077'467 
Life Assur. of America 31,649,263 28,038,645 
National Guardian 23,871,628 — 174,438'67 
N. W. Mutual Lif ’ g2,088°424 1831.50 
. W. Mutual Life . :083,424 78 
Old Line Life ’ ares 
ural Security 41/0 i 
Wisconsin Life... 7,178 élite 
Wisconsin National — 10, 243,289 57,633,733 
pi trie ate 4 
i) aan = 


OUT OF STATE COMPANIES 
40,090,527 


Acacia Mutual Life 
Aetna Life 


« 4,539,993 
. 7,057,865 
; ) 47,101,133 
American United Life .. 612,470 
(G) 

(Fraternal) 

Bankers Life, Iowa ........... 










































80 
12,452,070 
; 7,976,564 
Benefit Assn. of Ry. Em. 458,809 

‘ (G) 4,071,494 
Business Men’s Assur. .. 
(G 


Central Life Assur. ...... 18, ‘572, 742 
Central Standard Life .. 498,608 








Conn. General  ...........0 10,534,242 
: (G) 10,158,300 
Connecticut Mutual ...... 5,114,312 
Continental Assur. ......... 10,173,207 
; . (G) 45,209,620 
Credit Life .......scscccscssserrseore 279.903 
Employes Mut. Benefit 2,025,000 
Equitable Society .......... 3,239,770 
, G) 23,645,044 
Equitable Life, Iowa .... 4,126,861 
Expressmen’s Mut. Life 46,344 
Farmers New World ....... 1,689,133 
Federal Life & Cas. ...... 365,96' 
(G) 231,830 

Federal Life... 1,625,162 
Fidelity Life Assn. 1,479,358 
Franklin Life 1,919,631 
Guardian Life .. 1,783,838 
MMIEEES ONUAIE * cyisssesensincssseearees. - ducedeaniens 
243,631 

Indianapolis Life ............ 1,724,564 


Inter-Ocean <<. seaman 

20,085,868 
6,849,589 
2,740,007 































Kansas City Life ............ 1,291,361 
Life of America .............. 9,000 
ae 
LaFayette Life ................ 673,611 
(G) 2,441 
Lincoln Mutual L.&C. .. 26,200 25,450 
Lincoln National .............. 18,405,541 173,286,745 
(G) 3,689,707 16,593,024 
Loyal Protective Life .. 294,039 2,016,381 © 
CGR) “Massassstes 25,724 | 
Lutheran Mutual - 6,690,844 53,551,549 
Mass. Mutual . 13,019,863 91,441,701 
1,646,869 9,721,885 
Metropolitan Life .. . 90,783,291 660,627,265 
(G) 104,088,836 503,100,070 
(I) 5,463, 
Minnesota Mutual ........... 3,353,873 
(G) 5,078,165 
Monarch Life ...............0 451,725 1/515,6T 
CG... sstniise 64,367 
Mutual Benefit _................ 5,162,961 61,875,712 
Mutual Life, N.Y. .......... 12,805,431 146,333,245 
(G) 1,106,326 1,686,341 
Mutual Service Life ........ 6,807,448 
(G) 7,103,500 
Mutual Trust Life .......... 4,772,907 
Nat’l Farmers Union .... 1,434,880 
(G) 59,280 
National Life .................000 5,769,603 
New England Life ..... = 9,402,955 
CY cecsksasress 
New York Life ..............0 65,735,649 
(G) 3,301,089 


No. American Accident 183,124 


North American Life .... 15,919,155 

(G) 74,875 

North American L.&C. 8,058,021 

(G) 568,500 

North Central Life ........ 4,322,943 
(G) 931,8' 

N.W. National Life .......... 3,727,494 

(G) 2,392,976 

Occidental of Cal. .......... 6,190,310 

(G) 7,307,481 

Old Republic Life .......... 71,288,440 

CGE)... eseccssntees 

Paul Revere Life ............. 2,170,889 

(G) 904,565 

Penn Mutual  .........ccee 10,070,676 

Phoenix Mutual ............... 8,375,186 

Provident Life & Cas. .. 16,582,534 

36,000 






Provident Mutual 


Prudential 






Reserve Life, Tex. .......... 4, 
Security Mut. of N.Y. .. 4,277,757 
(G) 25,000 
State Mutual Life ............. 1,243,935 
(G) 1 SSSI 85 
TWemVORRED cecerscsicressiccicscamens 
‘ 194,387,288 





8,1 
(G) 27,200,807 
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New Business In Force 
dae Cnn Ute ss ett 
union Labor Tie wigs gagath aus 
Union Mutual Life ........ ber err 
United Benefit Life ...... 1.06,008 14,358,237 
US. Life, NY. wees MEE T00 —11292°600 
vitor ata ie Hees 
wesingion National a; $483 tear 

(I 39,600 56,900 
Woodmen Ace, & Lite, M0066 Os 
Zurich Life... ‘ay — ox'so 
Tea Od Sigg ae ES un ee 
eee eRe aS 


757,669,296 
391,002,750 

20,583,938 
-1,169,256,025 


5,302,442,974 
1,887,612,089 

472,796,351 
7,662,851,414 





Total Ind. °55 
All Classes ’55 





WISCONSIN FRATERNALS 








Aid Assn., Lutherans .... 29,958,080 238,333,606 
Catholic Family ... .. 4,736,070 38,361,951 
Catholic K. of Wis 9,761,480 65,733,090 
Employes Mut. ....... 2,099,504 46,671,807 
Equitable Reserve 2,914,741 38,540,644 
Federation Life .............. 239,245 2,541,447 
Metropolitan Funeral 34,800 419,050 
National Mut. Ben. .......... 4,530,586 73,180,009 
Polish ASSN. ..ss.ccseceseeeeeseees 114,320 2,769,309 
Scandinavian-Amer. ....... 226,823 3,356,508 
So. Slavic Benevolent .. 100,250 1,784,000 
Transport Employes’ .... 118,000 3,929,500 


OUT OF STATE FRATERNALS 














Baptist Life... 267,125 499,788 
Catholic Foresters .. 3,854,433 44,848,022 
Concordia Mutual .. 670,000 2,272,696 
Croatian Catholic wn. eee 443,933 
Croatian Fraternal .. 68,400 2,094,132 
Czechoslovak Soc. .. 9,000 135,950 
Degree of Honor 254,000 2,782,157 
Farband-Labor a 6,200 312,697 
lst Cath. Slov. Ladies .. 56,500 1,672,444 
lst Cath. Slov. Union .... 38,686 1,235,996 
Grand Carniolian Slov. 85,750 2,589,705 
Greater Beneficial .......... 109,000 1,381,956 
Kotolicky Delmik wee cece 29,750 
Knights of Columbus .. 3,316,382 26,440,987 
Ladies Cath. Benevolent 1,000 28,680 
Lithuanian Cath. Alliance _............ 74,750 
Lutheran Brotherhood 14,348,359 82,447,651 
M: b 80,8: 7,078,547 
Modern Woodmen ........... 3,936,774 32,112,567 
National Frat. of Deaf 3,000 207,007 
National Postal Trans. 75,000 2,300,000 
National Slovak Soc. .... 13,000 397,962 
Polish Nat. Alliance .... 418,250 8,330,602 
Polish Catholic Union .. 159,500 3,227,684 
Polish Women’s Alliance 87,150 1,815,970 
Progressive Ord. of West ............. 23,493 
Royal Arcanum 14,000 386,521 
Royal League ..... 28,500 741,340 
Royal Neighbors 1,576,000 33,221,739 








Zi Are Youa 


‘Free 








. . . one of those versatile, 
rugged individualists who is 
frankly in this business for the 
money? 

Then we want YOU 


++. and, when you learn about our 
astonishing new ‘'4-Star Contract"... 
You'll want US! 
Write (strictly confidential) to 
Evans M. Jacobson, Supt. of Agents 


Mutual Savings Life 


Opportunities in 
Arkansas, Indiana, 
lowa, Kentucky, 
Mississippi, 
Missouri, Ohio. 





St. Louis 12, Mo. 














New Business’ In Force 
$ $ 

Slovak Cath. Sokol ......... 51,500 1,227,137 
Slovak Gym. Union ....... 14,700 600.810 
Slovene Nat. Ben. So. .. 74,000 2,556,335 
Sons of Norway... 75,000 1,555,841 
Supreme Forest Wood. 8,000 712,444 
Western Bohemian ........ 663,023 9,877,164 
William Penn. .............0 127,069 675,376 
Woman’s Benefit Assn. 172,109 3,455,310 
Women’s Cath. Foresters 1,473,750 20,086,782 
Woodmen Circle wick, sesseseeee 39,781 
W.O.W., Omaha .............. 82,814 2,289,723 
Workmen’s Ben. Fund 50,922 381,830 
PRN TN Seacsscdcassintcteessstsoctes 88,013,673 819,624,888 
FOREN DU ccctsccciessoseccanestcasnie 78,518,837 742,134,354 
















N. Y. Judge Junks 
Blue Shield Case, 
Upholds Ruling 


A test case instituted by Blue Shield 
has been dismissed by Superior Judge 
Greenberg at New York, who upheld 
a ruling by Attorney General Lekfo- 
witz that Blue Shield subscribers were 
entitled to be reimbursed for oral sur- 
gery whether performed by a physi- 
cian or dentist. 
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PENNSYLVANIA » OHIO = ILLINOIS. 
INDIANA + MARYLAND + DELAWARE 
KENTUCKY + TENNESSEE + ARKANSAS 
LOUISIANA + MISSISSIPPI - FLORIDA 
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Seeking review of the insurance 
law, Blue Shield told the court that 
under existing contracts it would be 
required to pay subscribers $800,000 
or $1,500,000 a year and that it might 
be subject to $1,250,000 additional lia- 
bility to subscribers. 

Blue Shield argued that under the 
law it had the option of not paying 
for oral surgery unless a physician 
had ordered it done by a dentist rath- 
er than a physician. 
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Special Ground Fiocor 
Opportunities Available 


» GENERAL AGENTS... 
LIFE ACCIDENT & SICKNESS 
bs) HOSPITALIZATION » GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 


filled with unusual selling features . . . loaded with advantages you can 


get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING .. .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING . . . We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. .j This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 





INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE » A and S + GROUP + HOSPITALIZATION 
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Managers Can Play Major Role in Helping 
Agents Sell $25,000-and-up Cases: Gill 


ROANOKE-—An agency’s production 
of large cases depends to a great extent 
on the attitudes which the manager 
brings to this subject, John J. Gill, 
assistant vice-president of Metropoli- 
tan Life, pointed out to General 
Agents & Managers Conference at the 
midyear meeting of National Assn. of 
Life Underwriters. 
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How Ha ppy Can You | 


4 You'll Nev 
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TOP COMMISSION on 15 leading contracts. 
Long term vested renewals. Cash bonus 
and extra renewals to your agents for 
_ fecommending new agents. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 


“If we are convinced that we 
have the company, the product and 
the people to do the job, there 
can only be one outcome—we won’t be 
able to avoid writing larger cases,” 
Mr. Gill declared in discussing ‘Your 
Role in Large Case Production” at 
GAMC’s luncheon on Tuesday. 

The manager’s recognition of the op- 
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Investigate é 


with | 


agents can't miss! 





er ees Until You 


portunity to sell large cases and the 
personal example he sets will provide 
the spark to motivate his associates:.to 
produce the big ones—those for $25,- 
000 or more. 

To encourage large case production 
by agents, the manager can: 
e Help the last agent on the staff 
write at least one large case a year, 
which will whet his appetite with a 
taste of real money and show him that 
it is not as difficult as he had thought. 
e Continue the successful production 
of small cases and supplement it with 
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‘The GOLDEN RULE COMPANY 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, 
use Brain-Book and Brain-Kit. Your 


easy-to- 


Agency Building 
Opportunities in: 








THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Frederick E. Jones, President 


Fred C. Adams, Supt. of Agents 


Arizona, me Delaware, Florida 
Georgia, Hlinois, 


Indiana, lowa 
Sas, Kentucky, Maryland, Michigan 
New Jersey, North Oren Ohio. 
Pennsylvania, Texas. ein ia, Wash- 
ington D. C., and Wes 


Kan 


irginia 


PACKAGED TRAINING PLANS. New! Amaz- 
ingly simple! Easy to use! A quick 
money-maker for new or old agents! 
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occasional big cases, thus keeping the 
operation in focus. 


‘e Make-a:dry run on a large case by 


discussing: the situation in advance 
with the agent and preparing him to 
sell it. 

e Encourage agents to improve them. 
selves through membership in NALU, 
enrollment in courses, and perusal of 
insurance periodicals. 

e Review a large case actually written 
by someone in the agency to acquaint 
the agents with the important points 
and help them overcome any trepida- 
tion they might have in approaching 
big cases. 

e Help agents program their own life 
insurance so they can speak with con. 
viction about their product. 

e Make occasional calls with agents 
on large cases to lend moral support 
and provide professional experience if 
the agent needs help. 

e Review applications for large cases 
after they are submitted to determine 
whether the agents’ sights were high 
enough. 

e Tell the home office, in a letter ac- 
companying a large case application, 
about the purpose of the insurance, the 
basis for the amount applied for and 
the prospect’s source of income. 

e Arrange for necessary medical in- 
formation and inspection report after 
the application is sent to the home 
office. 

e Maintain a definite follow-up pro- 
cedure for the big cases to make sure 
the policies are issued and additional 
information provided. 

e Help place the case if assistance is 
needed. 

e Make sure referred leads are re- 
quested. 

Managers can help achieve large 
case production by possessing the up- 
to-date knowledge that will create a 
climate in the agency in which big 
cases can grow, Mr. Gill said. 

Those who feel they should maintain 
their own high level of personal pro- 
duction in the non-competitive market 
must always be alert to the insurance 
needs of their clients and acquaint- 
ances and be ready to take the oppor- 
tunities when they arise. 

The manager plays the most impor- 
tant role of all in large case produc- 
tion, Mr. Gill asserted. 

The present economic picture re- 


veals a need for large cases. There are 


many opportunities for large cases due 


~ to the rising costs of a college educa- 


tion and family upkeep. The tax struc- 
ture enhances the value of life insur- 
ance in building and conserving es- 
tates. 

Although prospects are more recep- 
tive today, only 7% of the people in 
the U. S. have more than $10,000 of 
life insurance and the average person 
only has life insurance equal to 15 
months’ income. This presents plenty 
of opportunity, he said. 

Furthermore, many people can af- 
ford to buy large amounts of life in- 
surance, and the needs for business in- 
surance are growing. The companies 
have the policies to fill large case 
needs, too. 

Managers sometimes underrate the 
ability of some agents to work in the 
large case market. A re-inventory of 
agency personnel-may disclose some 
overlooked large case possibilities, Mr. 
Gill suggested. 

Good training facilities for large 
case work include company programs, 
CLU institutes, some commercia 
courses and GAMC and NALU meet- 
ings. Some excellent visual aids are 
provided by life companies and insur- 
ance publishers. 





April 5. 1 
OPPOSE 


Bank: 
Any ¢ 


Is ther 
discrimin< 














Gerard | 


buyers W 
protectio1 
the benef 
to the bu: 
kind of § 
purchase: 
A resol 
of Presid 
al Life 0: 
controve!l 
forum of 
writers 
Roanoke. 
Gerard 
cago, th 
argued ' 
curbs on 
mary of 
Mr. Dav 
Mr. D 
surance 
ed again 
restrictiv 
interest | 
to purch 
surance | 
premiun 
a substa 


Now, 
“encouré 
some re] 
ance ind 
ity shall 
tract is 1 
and wh 
ahead, b 
are obta 
terest d 
funds bo 
the acc 
company 
income.’ 

“It she 
to which 
the same 
of the n 
miums 1 
policy is 
out. “If 
the one 
same de 
of pure 
terest de 
one case 
other. B 
tends fo 

“More 
lation o1 
other pr 
row mo! 
in value 
the loan 
death, n 
crement 
thing by 
estate o1 
I am a 
which n 
tion pla: 
Stock so! 
ment wl 





| 5. 1957 


— === 
ping the 


case by 
advance 
; him to 


re them. 
1 NALY, 
rusal of 


r Written 
acquaint 
it points 
trepida- 
roaching 


own life 
rith con- 


1 agents 
support 
rience if 


‘Se cases 
termine 
ore high 


>tter ac- 
lication, 
ince, the 
for and 
lical in- 
ort after 
ie home 


‘up pro- 
ake sure 
iditional 


stance is 
are re- 


e large 
the up- 
create a 
lich big 


maintain 
nal pro- 
- market 
surance 
>quaint- 
» Oppor- 


impor- 
produc- 


ure re- 
1ere are 
ises due 

educa- 
K struc- 
» insur- 
ing es- 


. recep- 
ople in 
),000 of 
person 
to 15 
plenty 


an af- 
life in- 
1ess in- 
apanies 
fe case 


ate the 


April 5. 1957 


LIFE INSURANCE EDITION 








—__—_—— 
————— 


OPPOSED BY GERARD BROWN 


Bank-Loan Has as Much Right to Live as 
Any Other Use of Credit: Deane Davis 


Is there any justifiable reason for ated in value from the option price. I 
discriminating against life insurance get the interest deduction and I pay 
no tax on the inside build-up until I 
sell, and then only at capital gain rates. 
Why the proposal to discriminate 
against life insurance?” 

As reported in last week’s issue, 
Mr. Davis analyzed the so-called “dou- 





come tax on the so-called investment 
increment earned by the life company 
and added to the reserve, there is no 
reason why he should pay such a tax 
since the reserves and the interest 
earned belong to the company and not 
to him. Moreover, if he cancels the 
policy or takes the proceeds as a ma- 
tured endowment, he pays a tax at 
ordinary income rates on every dollar 
of gain which he has made in the con- 
tract, and in this respect he is treated 
squarely in accord with the basic prin- 
ciples of the income tax relating to 
actual or constructive receipt. 











Deane C. Davis 


Gerard S. Brown 


buyers who buy needed life insurance 
protection by the use of credit, when 
the benefit of deductibility is preserved 
to the buyers of practically every other 
kind of goods and services commonly 
purchased today? 

A resounding “NO!” was the answer 
of President Deane C. Davis of Nation- 
al Life of Vermont, who spoke on this 
controversial matter at the agents’ 
forum of National Assn. of Life Under- 
writers at the midyear meeting at 
Roanoke. 

Gerard S. Brown, Penn Mutual, Chi- 
cago, the bank-loan plan’s arch-foe, 
argued with equal vigor for strong 
curbs on the bank-loan plan. A sum- 
mary of his talk follows the report on 
Mr. Davis’ presentation. 

Mr. Davis pointed out that life in- 
surance already has been discriminat- 
ed against in connection with the 1954 
restrictive legislation which denied the 
interest deduction on money borrowed 
to purchase a single premium life in- 
surance or annuity contract or to make 
premium deposits for the payment of 
a substantial number of premiums. 

Now, said Mr. Davis, the Treasury, 
“encouraged, strangely enough, by 
some representatives of the life insur- 
ance industry, says that the deductibil- 
ity shall be denied even where the con- 
tract is not a single premium contract 
and where premiums are not paid 
ahead, because as they say, ‘taxpayers 
are obtaining the benefit of the in- 
terest deduction with respect to the 
funds borrowed and also the benefit of 
the accumulation in the insurance 
company’s reserves of tax-free interest 
income.’ ” 

“It should be obvious, to any extent 
to which that may be true, that exactly 
the same situation prevails in the case 
of the man who borrows to pay pre- 
miums two or three years after the 
policy is in effect,” Mr. Davis pointed 
out. “If there is any double benefit in 
the one case it exists in exactly the 
Same degree in the other. On a basis 
of pure logic and pure justice, if in- 
terest deductibility is to be denied in 
one case, it should be denied in the 
other. But not even the treasury con- 
tends for that. 

“Moreover, what about the accumu- 
lation or so-called inside build-up in 
other property and contracts? If I bor- 
Tow money to buy stock which rises 
im value, I can deduct the interest on 
the loan and by owning the stock until 
death, never pay any tax on the in- 
crement in value. I can do the same 
thing by borrowing to purchase real 
estate or any other property. Also, if 
I am an employe of a corporation 
which maintains restrictive stock op- 
tion plans, I can borrow to purchase 
stock solely by reason of my employ- 
ment which has immediately appreci- 


ble benefit” and, while conceding that 


insured does not directly pay an in- If, on the other hand, the policy 


matures as a death claim, insured nev- 
er receives it and naturally could not 
and should not be taxed on it. As far 
as the beneficiaries are concerned, it 
has always been the policy of Congress 
not to tax as income amounts payable 
by reason of death. ; 

Mr. Davis ascribed two reasons for 
this congressional policy: The death 
benefit is not income to the beneficiary 
but is considered to be a capital pay- 
ment to take the place of the loss to 
the recipient of part of the capital 
value of the life upon which she was 
dependent and the income from whose 

(CONTINUED ON PAGE 16) 
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Mortis Korelitz 
of Wayne, Michigan, was leading 
of Wayne, Michigan, was leading 
associate manager, combined. pro- 
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MEET THE 


1956 District 


OF THE LIFE OF VIRGINIA 


These outstanding members of our 
agency organization were top pro- 
ducers in the Combination Division 
in 1956. Their superior performance 
is a source of pride to this Company 
and a credit to the profession of 


life underwriting. 


THE LIFE 
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OF VIRGINIA 
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LOBINGIER TELLS GAMC: 





Rewards of Public Relations Activity 
Go Only to Those Who Plan Them Well 


ROANOKE—Plan your public rela- 
tions activities well if you want the 
benefits you 
should reap from 
them, Public Re- 
lations Director 
John L. Lobingier 
Jr. of LIAMA ad- 
vised members of 
General Agents & 
Managers Confer- 
ence at their mid- 
year meeting here. 

“Try it this 
year planning 
your public rela- 
tions just as you 
plan your recruiting, your training and 
your other activities,’ Mr. Lobinger 
uged. “Then and only then can you 
hope to enjoy the rewarding results 





J. L. Lobingier Jr. 


ency that is well and _ favorably 
known.” 

Public relations, he said, is all-per- 
vading. It is part of just about every- 
thing that a general agent or manager 
does. It can’t be put into a compart- 
ment by itself but has to be considered 
in relation to every aspect of the man- 
agerial job. 

“Public relations is not recruiting,” 
said Mr. Lobingier, “but the way we 
recruit, and the kind of man we re- 
cruit, and the way we bring him into 
the business all affect our public rela- 
tions. Public relations is not training, 
nor is it supervision, but the way we 
train and supervise affects our public 
relations.” 

“Public relations is not talking on 
the telephone, nor is it writing a letter, 
nor is it advertising, nor even handling 


that come from having a successful ag- a complaint. But the way we do each 


of these affects our public relations.” 

“So what is public relations? I hope 
we can agree that, first and foremost, 
it is doing a good job for the public, 
and second, that it is using reasonable 
measures to get credit for that job. I 
hope we can also agree that the good 
job the public wants from us is to be 
treated as clients by an agent who 
brings integrity, knowledge and sin- 
cere personal interest. Why not do this 
good job the public wants? And along 
with it why not keep people informed 
and reminded about the good job we’re 
doing for them?” 

Mr. Lobingier said his personal be- 
lief is that “at least 80% of our public 
relations—80% of the public’s feeling 
about our entire business—depends on 
the kind of men we put on the street.” 

“What kind of men were they to 
start with?” he asked. “Do they have 
the basic integrity the public demands? 
Are you permitting them to ‘peddle 
policies’ or are you educating them 
thoroughly in life insurance funda- 
mentals? Are you showing them how 
to apply their knowledge to the needs 
of their clients? 

“Are you encouraging your men to 





























ATTRACTIVE 
JUVENILE 


field men. 


THE 


CONTRACTS 


With his complete line of juvenile con- 
tracts, the LNL man can sell the Junior 
Estate Builder, educational endowments, 
ordinary or limited pay life, endowment 
at 65, short-term endowments, and single- 
premium life or endowment plans. These 
policies are issued from date of birth. The 
popular payor benefit is available even to 
substandard risks. 


This complete line of liberal juvenile 
contracts provides another reason for our 
proud claim that LNL is geared to help its 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character . 
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take LUTC? Are you promoting CLy 
for those who seem ready? Finally, are 
you inspiring them with a sincere de. 
sire to take a personal interest in their 
clients, to be genuinely helpful to their 
people, not just today, but tomorrow 
and the day after that?” 

Mr. Lobingier said the things that 
an agency can do to make itself wel] 
known are sometimes called “artifj. 
cial” methods of building prestige be. 
cause by themselves they are of little 
value, but based on a foundation of 
the kind he was describing, “they are 
magnificent and unbeatable.” 

The speaker cited some examples of 
what managers are doing to build good 
will among policyholders: A Texas 
manager writes a letter welcoming 
each new policyholder into the fold, 
He developed it himself with help 
from a writer friend. His agents like 
it so well that every time he tries to 
cut down on secretarial work they 
won’t let him eliminate the welcome 
letter. A central card file avoids dup- 
lication, so that the second-time buyer 
gets a different letter. 

Another agency has an annual con- 
ference of policyholders. Each agent 
selects one client to attend the session, 
during which some phase of insurance 
coverage is discussed. There is also an 
open forum at which policyholders are 
asked to contribute ideas and sugges- 
tions .£ service or anything at all, 
Sometimes the manager gets an idea 
he could use right in his agency. Other 
times he passes along ideas to the 
home office. Whether or not usable 
ideas develop, policyholders leave with 
enthusiasm for the job the agency is 
doing. 

Another agency specializes in regu- 
lar mailings to policyholders. In addi- 
tion, the general agent encourages his 
agents to send copies of the company’s 
annual statement to clients and influ- 
ential people in town. 

One manager operates a master re- 
minder file to make sure each policy- 
holder gets an insurance review at 
least once a year. 

A manager helps his men use greet- 
ing cards and gift items supplied by 
the company by asking each agent to 
submit in writing his own plan for the 
year for using some or all of such 
items. 

Prevention of lapses is a most im- 
portant phase of policyholder relations, 
said Mr. Lobingier. A few years ago 
LIAMA made a survey that showed 
that people who lapsed their policies 
felt they got no value and that the 
company made money on the deal. In 
one agency an agent is expected to call 
in person to give a clear explanation 
of the options open to the lapsing pol- 
icyholder. Frequently, the policies are 
reinstated and the client is particularly 
impressed by the service provided by 
his agent. 

One manager has a carefully worked 
out system for prompt assignment of 
orphan policyholders moving into his 
territory, writing a personal letter and 
assigning an agent to the “orphan.” 
The letter stimulates the agent to fol- 
low through and make his call and it 
enables the agent to call under very 
favorable circumstances. 

In helping agents build prestige with 
their clients, Mr. Lobingier suggested 
writing a letter to clients of agents 
who win the national quality award. 
Also, when the new man is getting 
started he particularly needs help and 
this can be supplied by a prestige an- 
nouncement sent to people he knows 
(before he calls on them) and also to 
some other people he doesn’t know. 

What can be done to help agents to 

(CONTINUED ON PAGE 18) 
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GOLDMAN WARNS: 


‘58 MDRT Qualifiers 
Must Pay Local Dues 
by April 15, 1957 


Emphasizing that the Million Dollar 
Round Table is an arm of the National 
Assn. of Life Un- 
derwriters, MDRT 
Chairman Howard 
D. Goldman of 
Richmond, in his 
message to the 
midyear meeting 
of NALU, took oc- 
casion to warn 
that the MDRT 
executive commit- 
tee can make ab- 
solutely no excep- 
tion to the rule 
that every appli- 
cant must have paid his local associa- 
tion dues prior to April 15 of the year 
covered by his qualification, even 
though his local association itself may 
be more lenient than this with its dues 
deadline. 

Mr. Goldman, who is general agent 
of Northwestern Mutual for Virginia, 
could not be present, as he is recuper- 
ating from a virus attack that followed 
injuries suffered in an automobile ac- 
cident. His message was read by the 
MDRT vice-chairman, William D. 
Davidson, Equitable Society, Chicago, 
a former trustee of NALU. 

“We now have a definite provision 
in our by-laws that dues to your local 
association for the entire calendar year 
of your MDRT qualification period 
must be paid prior to April 15,” said 
Mr. Goldman in his message. “This 
rule is being rigidly enforced, whether 
or not you are a long-term continuing 
member in good standing of your local 
association. Unfortunately, we cannot 
be governed by various rules of the 
local associations on continuing mem- 
bers who remit for dues on some later 
date, and we are denying membership 
to many who would otherwise qualify, 
simply because they did not comply 
with our requirement of dues-payment 
prior to April 15. No excuse whatso- 
ever or any third-party oversight can 
be accepted. The responsibility to 
prove actual payment belongs to the 
individual applicant. 

“We require an affidavit from the 
applicant as to date of payment and an 
affidavit from the local association as 
to date of receipt of payment. We fur- 
ther check with the National associa- 
tion as to date of receipt of each in- 
dividual’s national dues. Often it is 
necessary to call for cancelled checks 
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when dates are close to the deadline 
or there is any doubt as to date of 
actual payment. 

“T stress this point at some length, 
not only to reduce our administrative 
problems but to eliminate the heart- 
aches and disappointments to worthy 
individuals who are careless or inat- 
tentive about this inflexible MDRT re- 
quirement, which applies to everyone. 
Further, we earnestly request the full 
cooperation of local associations in 
publicizing this information and assist- 
ing us in accurately furnishing re- 
quested data. 

“Likewise, we require an actual af- 
fidavit as to a clean record in regard 
to ethics and that no disciplinary ac- 
tions or proceedings are pending 
against an individual. If there ever 
has been disciplinary action we require 
all the facts. The code of ethics of the 
NALU is actually a part of our con- 
stitution and bylaws.” 

Mr. Goldman noted that despite 
tightening of production requirements 
and reducing the volume credits for 
term and certain other forms of busi- 
ness, the membership in the Round 
Table has continued to grow—from 525 
in 1946 to 2,013 in 1956—“and at the 


moment it appears that our 1957 mem- 
bership may take another big jump in 
numbers.” 

“We are not afraid of size as such,” 
Mr. Goldman said. “We welcome a 
continued healthy growth in member- 
ship, just as the institution of life in- 
surance welcomes a continuing exten- 
sion of the use of our product as pur- 
chasers respond to your merchandising 
effectiveness and an ever-increasing 
public acceptance of its usefulness.” 

Mr. Goldman paid special tribute to 
NALU President A. Jack Nussbaum 
and expressed pride in the fact that 
he “has long been a highly respected 
member of the MDRT who, believe it 
or not, somehow found the time to be 
a life and qualifying member of the 
1957 Round Table.” 





January Benefit Payments Total 
$595.9 Million, Up $73.1 Million 


Benefit payments from life and an- 
nuity contracts in the U. S. in January 
totaled $595.9 million, up $73.1 million, 
according to Institute of Life Insurance. 

January death benefits were $236.9 
million, up $32 million, while living 
benefits were $359 million, up $41.1 
million. 


‘Forward Look’ Is Theme 
of LIAMA Combination 
Meeting Apr. 29-May I 


“The Forward Look in Agency Man- 
agement” will be the theme of 
LIAMA’s annual combination compa- 
nies conference April 29-May 1 at 
Hollywood Beach hotel, Hollywood, 
Fla. Product development, marketing, 
manpower and management develop- 
ment are on the agenda. 

Harold M. Stewart, executive vice- 
president of Prudential, will address 
the opening fellowship luncheon on 
April 29. Rufus E. Fort Jr., vice-presi- 
dent of National Life & Accident, 
chairman of the Combination compa- 
nies committee, will preside at the first 
day’s session. 

Fred I. Wunderlick, vice-president of 
Baltimore Life, will moderate a panel 
in the afternoon on “Seeking the For- 
ward Look.” Participants will be W. 
W. Cherry, assistant vice-president of 
American National; W. Sheffield 
Owen, agency vice-president of Life of 
Georgia, and Stanford Y. Smith, 
LIAMA senior consultant. 
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Progress report on Prudential’s decentralization—No. S 


oC 


Prudential’s South Central Home 
. part of our program to 
bring Prudential service closer to the 
people we serve—through decentral- 
ization. With headquarters in Jack- 
sonville, Florida, The South Central 
Home Office established in 1955 
serves the area you see above. Other 
regional home offices are located in 
Chicago, Minneapolis, Los Angeles, 
Houston and Toronto, in addition to 


Office . . 


the Home Office in Newark. 
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Kalmbach Tells Why Mass. Mutual 
Has Decided Against Entering A&S 


After careful consideration of all 
factors 


invoved, Massachusetts Mu- 
tual has decided 
against entering 
the individual 
A&S field, Presi- 
dent Leland J. 
Kalmbach dis- 
closed at the an- 
nual conference of 
Massachusetts Mu- 
tual general 
agents at Chand- 
ler, Ariz. 

“We are not se- 
riously concerned 
about the finan- 
cial impact which might result from 
such actions,” Mr. Kalmbach said, 
“but we do believe that individual 
accident and sickness field might well 
have an adverse effect upon the qual- 
ity of our field organizations; that it 
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might interfere with our present fine 
relations with our field force and the 
public; and retard the healthy ordi- 
nary sales momentum which has been 
developed in the last few years. I do 
sincerely hope that you all agree that 
this is the proper conclusion for a com- 
pany with the high caliber ordinary 
sales organization which we now have.” 

Mr. Kalmbach said that since a 
number of well-established life com- 
panies have entered the A&S field re- 
cently, Massachusetts Mutual made a 
more critical analysis of the implica- 
tions surrounding these recent devel- 
opments. 

“It is evident that companies enter- 
ing this new line of business must 
expect substantial losses over quite a 
number of years before they enter the 
profit column and then begin to create 
their proper share of surplus to assets,” 
he said. “The situation would be quite 


similar to that which we faced in con- 
nection with our entry not so long ago 
into the group business. Whether our 
ordinary policyholders should again be 
asked to subsidize the entry into an- 
other new field is one question which 
has to be considered very carefully.” 
e e e 

“There are conflicting opinions 
among life insurance company officials 
as to the impact upon a professional 
type ordinary sales force resulting 
from entry into the individual accident 
and sickness field. We pride ourselves 
upon having the finest life insurance 
sales force in the country, and we 
want to avoid taking any steps which 
might affect the caliber of that sales 
organization or which might reduce its 
effectiveness in the ordinary field. 

“TI am confident that all of you find 
yourselves adequately occupied at the 
present time in operating your agen- 
cies. If we were to enter this new 
field we would, of course, expect our 
general agents to develop an adequate 
volume of accident and sickness busi- 
ness to make the operation profitable 
within a reasonable period of years. 

“I do not believe that you could ex- 
pect an adequate volume of accident 





Would you take 2 
Tew extra Steps for §200007 


Selling is that easy, that profitable, with State Mutual’s 
outstanding new Individual Non-Can Sickness & Acci- 
dent Coverage to Age 65 — the quality income-replace- 
ment policy which pays your clients a monthly income 
during total disability of $100 to $300 for an entire 
normal working career — or for life if disability is 
caused by accident. Policy offers all these additional 


sales features: 


Non-Cancellable and Guaranteed Continuable « 

Guaranteed Level Premium « Participating e 

Incontestable « 31-Day Grace Period e 

Non-Prorating * Non-House Confining 
All Benefits Payable to Insured 


For selling just one of these policies per month (based 
on average size premium), your total earnings (first 
commissions plus renewals) at the end of 10 years would 
exceed $20,000! Write, call or see your nearest State 
Mutual agency office for premium rates, sales folders 


and proposal forms. 
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and sickness sales through the norma] 
life insurance activities of your agen. 
cies. Rather, I believe it would be neg. 
essary for you to recruit men who 
would be primarily A&S salesmen, ang 
necessary for you to train your present 
organization in A&S selling, which, of 
course, means that you would have ty 
develop a thorough knowledge of the 
A&S business. 

“Your efforts would necessarily haye 
to be divided, and I am convinced that 
the result would be a more complex 
operation for you and a slowing down 
of life insurance sales, which I doubt 
would be offset adequately by Ags 
sales. I believe that the life insurance 
business today is complex enough to 
require the full-time attention of any 
man who achieves solid success and 
who remains successful in this impor- 
tant field. 


* e e 

“It should also be kept in mind that 
in the A&S business we would en- 
counter claim problems which we do 
not experience in life insurance. Nu. 
merous contested claims are inevitable 
in the A&S business, and I believe 
the public relations aspect of such 
claims would be more than a little 
detrimental. In considering these pub- 
lic relations aspects, we think not only 
of relations with the public, but rela- 
tions between the home office and our 
field force. We are pleased and proud 
of the excellent mutual understanding 
which exists between home office and 
field, and with the high standing of 
our company throughout the country, 
These have been built over a period of 
many years and it is imperative that 
they be maintained. Therefore, we are 
extremely conscious of the possible ad- 
verse effects of the claim aspects of 
the A&S business. 

“I will not take the time to mention 
all of the problems which we would 
face in establishing adequately trained 
home office and field organizations 
that would be required to operate an 
A&S department upon a sound and 
efficient basis, but they would be nv- 
merous.” 

e e e 

Mr. Kalmbach had something to say 
about group life underwriting prac- 
tices. He expressed the opinion that 
under present day competitive condi- 
tions, the only remedy for large 
amounts lies in state legislation. He 
believes the old 20/40 limits were 
devised in an entirely different eco- 
nomic climate than today’s and are 
unrealistic. Consequently, he _ believes 
that limits of 20/60 would be more 
in tune with the times. 

“More recently, we have been con- 
fronted with an apparent willingness 
on the part of certain companies to 
write group plans with drastically re- 
duced commissions or no commissions 
at all,” Mr. Kalmbach said. “In one 
such instance, when we were told by 
the consultant that a very large case 
was going to be written without pay- 
ment of any commissions, we imme- 
diately withdrew from the competi- 
tion. 

“Another very real problem, as I 
see it, is the extension of group un- 
derwriting to associations where the 
traditions of membership do not re- 
quire that all employers be in the same 
industry. The amounts of coverage be- 
ing offered in some of these loosely 
knit association cases are conducive to 
real anti-selection, in my opinion. 

“We have also seen evidence of the 
willingness to quote retention figures 
on so-called ‘name’ cases which seem 
very much smaller than justified by 
the facts, and in one such case we re- 
fused to participate as a reinsurer be- 

(CONTINUED ON PAGE 20) 
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‘Social Mobility’ Has 
Big Role in Agent's 
Success, Says Owen 


Analysis of the work habits of the 
more successful agents shows that it 
is not so important that a new agent 
know a lot of people or have a lot of 
relatives and friends—though these 
are assets—as it is that he possess or 
develop a high degree of social mobil- 
ity—the capacity to get acquainted 
with more people—and to find out 
enough about them to be able to iden- 
tify those that are prospects. 

This was one of the main points in 
the talk that W. Sheffield Owen, agen- 
cy vice-president of Life of Georgia, 
made at the NALU-LUTC luncheon 
during the midyear meeting of Nation- 
al Assn. of Life Underwriters at Roa- 
noke. 

Mr. Owen said study of successful 
work habits shows that the old cold 
canvass method of selling life is doing 
it the hard way. 

“As an agent, I fit into the category 
of the new agent, who, when his man- 
ager told him that the best way to suc- 
ceed in the business was to work hard, 
promptly asked, ‘What is the second 
best way?” said Mr. Owen. “Just plain 
hard work will get you two things: It 
will get you the pay of an unskilled 
laborer and it will get you tired.” I 
have always believed in working with- 
in the range of established influences. 
The study of the work habits of suc- 
cessful agents strengthens that belief— 
and underscores the importance of ex- 
tending that range. The _ successful 
agent makes friends of his policyhold- 
ers and he makes policyholders of his 
friends. But he also calls back on his 
policyholders and he sells them again 
and again.” 

Discussing prestige, Mr. Owen said 
it is like good public relations in any 
line of endeavor—90% doing and 10% 
letting people know what you are do- 
ing. Basically, prestige comes as a di- 
rect result of becoming professionally 
proficient, said Mr. Owen. 

“What pediatrician do you call when 
your child is sick?” he asked. “What 
lawyer do you want when you need 
legal advice? I submit that you want 
the man who possesses the greatest 
technical competence in this field and, 
incidentally, he is most likely the man 
who enjoys the greatest prestige. 

“In our progress toward success we 
move from knowledge and skill to a 
program of intelligent hard work in an 
expanding and improving market. If 
we have followed through so far, we 
undoubtedly have high morale—in- 
duced by a sense of duty to perform an 
indispensable service to one’s fellow 
man. Rains Wallace, research director 
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of LIAMA, once defined high morale 
as a condition wherein an agent likes 
his job better than money, and his boss 
better than anybody. 

“When we think of morale we think 
of that something on the inside of a 
man that has more to do with whether 
he becomes a tremendous success or a 
miserable failure than any other one 
thing. That is his attitude—toward life, 
toward his fellow man, his attitude to- 
ward his business—the company he 
represents and the people with whom 
he works. A man’s attitude can make 
him or it can break him. I believe that 
a man with a positive, dominant at- 
titude will inevitably acquire the nec- 
essary knowledge and skills, the tech- 
nical competence, and develop the 
right work habits. He will organize his 
time and his efforts, because he will 
want to succeed and he can be made 
to understand that there are the in- 
gredients out of which success is 
molded.” 





The Philadelphia group office of Pa- 
cific Mutual Life is now located in the 
Fidelity-Philadelphia Trust building, 
suite 1527, 123 South Broad street. Wil- 
liam B. Tomkiel is the manager. 


1957 Edition of Handy 
‘Who Writes What?’ 
Is Just off the Press 


The 1957 edition of Who Writes 
Writes What? is the only reference 
book that is arranged by subjects 
and answers all sorts of “who-will- 
write it” questions, is just off The 
National Underwriter press. This six- 
teenth annual edition of Who Writes 
What? again tells at a glance, just 
which companies will write each of 
the many unusual life and accident 
and sickness coverages, now being of- 
fered by some 200 companies. 

To find the answer to any particular 
question with Who Writes What?, one 
merely consults its comprehensive top- 
ical index, turns to the page indicated 
where he then reads directly the list 
of companies that offer the contract or 
form desired. Considerable related in- 
formation concerning the contracts and 
company practices is also shown in 
convenient subject form. Since Who 


What?—the unique annual. reference 
book compiled in this manner, it is a 
great time saver when one wants to 
find a company that will write some- 
thing a little out of the ordinary, or to 
make a quick check on how the major- 
ity of companies are handling a par- 
ticular subject. 

Among the new life subjects, treated 
for the first time in the 1957 Who 
Writes What? are: Contracts with pre- 
miums graded by policy size, nonre- 
newable non-convertible level premi- 
um term contracts, and coupon poli- 
cies. In its large accident and sickness 
section, combination life and A&S con- 
tracts and “business expense policies” 
also have been added. All of the many 
unusual subjects treated in previous 
editions, have, of course, been brought 
right up to date. Nine full pages are 
devoted to merely indexing these sub- 
jects. 

Copies of this most convenient guide 
to what the companies are doing, may 
be ordered from The National Under- 
writer Company, 420 East 4th st., Cin- 
cinnati 2, Ohio, or from any National 
Underwriter office. It sells singly at 
$4 with lower prices in quantity. 





ANOTHER RECORD 


Provident’s individual leader for 1956 in Ordinary 
sales established a new company record of $5,052,566. 
This fine volume surpassed the previous individual 


record of $4,300,000 set in 1955 by another Provident 


fieldman. 


These figures form graphic examples of what can be 
accomplished with the effective combination of personal 
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Who Won the Bank-Loan Debate? 


If people insist on buying something 
—a house, an automobile, an insur- 
ance plan—that they’d be wiser not to 
buy, does that constitute a reason why 
Congress should deny them the right 
to deduct interest on money borrowed 
to finance the purchase of the house, 
automobile or insurance plan? 

Gerard S. Brown, Penn Mutual agent 
at Chicago, former chairman of the 
federal law and legislation committee 
of National Assn. of Life Underwriters, 
and the chief crusader against the 
bank-loan plan of buying life insur- 
ance, appears to believe that Congress 
should take such action against the 
bank-loan plan but not against the 
other types of purchase, however un- 
wise or frivolous they may be. He is 
able to see distinctions between bank- 
financed life insurance and all other 
purchasable commodities and services. 
We have sincerely tried to understand 
these distinctions. We have considered 
the points too that to Mr. Brown set. 
the life insurance plan apart from oth- 
er things you can buy. But these points 
seem to us to be inconsequentia?. 

Mr. Brown makes much of the fact 
that the bank-loan-plan insurance 
buyer has no intention of paying off 
the loan but rather intends to increase 
it as the cash values increase. But 
how does that differ from buying a 
piece of property with borrowed mon- 
ey and then increasing your mortgage 
as the improvements you make—prob- 
ably with borrowed money—boost the 
market value? Is there something 
wrong about long-term loans or loans 
that are increased as the value of the 
collateral increases? If so, why not 
legislate against all such loans? But if 
there is nothing wrong with such a 
loan, why pick on a life insurance loan 
that is long-term and periodically in- 
creasing? 

In his presentation at the agents’ 
forum of NALU during the midyear 
meeting at Roanoke, Mr. Brown lashed 
out pretty fervently at unwise users 
of the bank-loan plan. He had some 
horrible examples tending to show that 
the sales benefit the agent a lot more 
than they would the policyholder. But 
his examples, though long on horror, 
were short on numbers. He could have 
come up with some shocking examples 
of 20-pay life policies sola as 20-year 
endowments but we doubt that he 
would have considered them proof that 
20-pay life policies are almost univer- 
sally misrepresented as being endow- 
ment policies. Yet he would have us 
believe that the bank-loan plan is sold 
nearly always to the customer’s dis- 
advantage. 

Mr. Brown seems to misconceive the 
role of the taxing authorities. His Ro- 
anoke talk bristled with criticism of 
the bank-loan plan when wrongly sold 
and he did his best, in the absence of 
any figures, to show that the bank- 
loan plan is nearly always wrongly 
sold. But is that a reason why NALU 
should support the efforts of the Treas- 
ury to deny the tax deduction to the 
bank-loan plan? A high percentage of 
all marriages are hasty, ill-advised and 
doomed to end up in the divorce courts 
or in dragged-out misery. But is that 


a reason why Congress should deny a 
taxpayer a deduction for the wife 
whom he’s sorry he married? (A sub- 
jective test, of course, but so is what 
is being proposed to curb bank-loan 
plans.) 

We’re sorry Mr. Brown didn’t see fit 
to use some of his time in explaining 
what he and the Treasury people be- 
lieve there is about the bank-loan plan 
that makes its tax deductibility any 
different from the deductibility that is 
unquestioningly allowed virtually all 
other loans made to finance purchases. 
We have never seen a half-way con- 
vincing explanation of this. 

The case for denying the interest 
deduction to bank-loan plans has noth- 
ing to do with whether such plans are 
unwise for the buyer or not. Neither 
has it anything to do with whether the 
buyer had a tax saving in mind in 
choosing the plan against some other 
way of buying needed protection. 

A lot has been made of the argu- 
ment that the plan is sold as a “tax 
gimmick.” But the plain fact is that it 
is sold as a means of buying life insur- 
ance. Nobody would buy it unless he 
had a need for life insurance. Obvious- 
ly, the lure of a tax saving plays a 
part, perhaps a large part, in the sale. 
But isn’t that true of a lot of purchas- 
es? How about the man who decides 
to buy a house instead of renting? 
Isn’t he attracted by the deductibility 
of interest on the mortgage and of tax- 
es on the house? 

It isn’t the only attraction, of course. 
The man buys a house because he and 
his family need housing. And he buys 
bank-loan life insurance—or any other 
kind—because he needs insurance. No- 
body buys either a house or an insur- 
ance policy that he doesn’t need just 
because of an attractive tax angle. 

A belief that most bank-loan pur- 
chasers are going against their own 
best interests should not blind insur- 
ance men to the dangers in letting 
Congress deny the interest deduction 
to the bank-loan plan. We’d say the 
same thing even if we had evidence 
that 95% of the bank plans were as 
patently ill-advised as Mr. Brown’s 
most horrible examples. There is no 
meaningful distinction between bank- 
loan life insurance and any other use 
of life insurance as collateral. To sit 
smugly by while Congress tinkers with 
this one phase of life insurance could 
well open a Pandora’s box. To those 
unable to perceive the fine distinc- 
tions that are visible to Mr. Brown 
and other enemies of the bank-loan 
plan, the denial of deductibility to the 
bank-loan sale could well be viewed as 
a precedent for unrestricted mischief- 
making. 

The NALU board of trustees did 
well, we believe, to follow’the recom- 
mendation of its federal law and leg- 
islation committee made at Roanoke 
and specify that NALU Counsel Car- 
lyle Dunaway shall keep in close touch 
with the Mills ways and means sub- 
committee on income taxation but not 
comply with the committee’s request 
for suggestions on how to draft an ex- 
clusion that would deny the deduction 
to the bank-loan plan. 


We believe that NALU and the com- 
panies should not only refrain from 
cooperating in framing such an exclu- 
sion but should fight against it as vig. 
orously as if any other aspect of the 
right to borrow on policies were in- 
volved. We agree with President Deane 
C. Davis of National Life of Vermont, 
Mr. Brown’s adversary in the bank- 
loan debate at Roanoke, when he said: 
“This proposal to police the industry 
through income-tax legislation has no 
historical precedent and is a clumsy 
and unrealistic approach which the 
life insurance industry will live to re- 
gret if it should succeed. . . . If there 
is anything inherently wrong with 
bank-loan insurance, so far as the in- 
dustry is concerned, then it should be 
dealt with as part of the regulatory 
law of the states—not in an income 
tax bill. If bank-loan insurance is bad 
for a particular company, that should 
be dealt with by management decision 
of the particular company—not in an 
income tax bill.” 

Who won the debate? Probably it 
could be fairly said that both men 
won, in terms of their objectives. Mr, 
Brown unquestionably proved that 
some dreadful things have been done 
in the sale of bank-loan insurance. He 
failed to prove that bank-loan insur- 
ance was a bad thing for the buyer in 
anywhere near the high percentage of 
such sales that he would have us be- 
lieve. But he again directed attention 
to the need for action to keep unwise 
sales to a minimum. 

To the extent that he was trying to 
justify congressional action on the bas- 
is of the unwisdom of many bank-loan 
sales, Mr. Brown was, we believe, 
overwhelmingly refuted by Mr. Davis. 
It could be said that Mr. Brown didn’t 
make as good a case as he might have 
in proving that Congress should act on 
bank-loan sales on the ground that 
they are a tax loophole. 

Mr. Brown referred to bank-loan 
sales as a loophole but he didn’t show 
why, perhaps because he was relying 
too heavily on sales abuses as a reason 
for congressional action. But we doubt 
that he or anyone else could have done 
much better. It takes only a reading 
of the report of Mr. Davis’s talk that 
appears elsewhere in this issue to see 
how a pinpointing of the reasons 
against congressional action demolish- 
es all the arguments that have ever 
been made in favor of it. Such action 
would not only be dangerous but com- 
pletely illogical. 


PERSONALS 


James P. Heinman, manager of the 
Parkway district office of Prudential 
at Milwaukee, was honored at a lunch- 
eon commemorating his 40 years of 
service with the company. 


Charles E. Grody, general auditor of 
New York Life, addressing a New York 
City meeting of Systems & Procedures 
Assn. of America on electronic data 
processing equipment, warned against 
over-reliance on machine results as a 
substitute for judgment, use of the 
system’s speed to produce stifling vol- 
umes of reports and records, and the 
possible substitution of machine mem- 
ory devices for immediate accounting 
records, resulting in gaps in the audit 
‘trail.’ 
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. cal Gertrude Haugh, staff member of Aspegren Attacks 
an irom | the investigation division of the Cali- { , 
wah fornia Insurance Department, recently Double-Dollar’ at Forum 
as Vig- became the bride of Frank Arnold at (CONTINUED FROM PAGE 3) 
of the a wedding ceremony in the Little ance, convertibility, settlement options, WHY 
ore in- Chapel Around the Corner, Las Vegas, and all of the other features of regular 
‘Deane Nev. insurance. 
-rmont : : “The man who today is insurable PL AY 
i ’ Harry J. Volk, president of Union might well be uninsurable at a future 
ba zi Bank & Trust Co. at Los Angeles and gate when a double-dollar plan under 
e said: former vice-president of the Los An- which he was covered was cancelled. SECOND 
dustry geles regional home office of Pruden- jt can hardly be in his best interest 
has no tial, has — — a director of Pa- or in the public interest for such to 
clumsy cific Indemnity Co. happen.” 
, : = 
*h the Charles E. Bent recently celebrated Mr. Aspegren said the insurance FIDDLE eee 
to re- his 50th anniversary with the Los An- companies should think about the ef- 
f there nch of Travelers. A past pres- fect on them and their agency organi- 
geles bra ae ations if double-dollar plans should 
with ident of Los Angeles Life Underwriters 2@40nS 1! Couble-dollar plans : de.” 
the in- Assn., Mr. Bent is the author of a num- actually grow to great pe gores e, 
uld be per of insurance articles and has won bee peo pling nccsialine eg h re ; tated 
latory an NALU national prize essay award. tha deutvae tice Waa caveat wnen ws SO easy to join a 
ncome ‘ce- i i i i = e e 
: E. Sammons, vice-president and _ by life companies and the life compa 
is bad agency director of United Fidelity Life nies merely carrying the risk element.” First Str ing Or ganization! 
should of Dallas, has been elected president ° e e 
cision | of Hillerest igh school PTA, and The end result in such an event, he REPUBLIC NATIONAL LIFE OF DALLAS 
in an Michaux Nash, vice-pres said, would be the weakening of the 
company, “— — — ae agency organizations and in the long off ers unusual 
i chairman 0 e nite © run the public interest would suffer 
_—_ College Fund Campaign. Don Schu- pecause of a reduction in the trained GENERAL AGENCY OPPORTUNITIES 
s. M macher, Dallas agent for United Fidel- jp anpower available to serve them, the Top Commissions Vested Renewals e and 
| “that — Tien Fei amncing men who are the members of the a Complete Line of Life e« A.&H. e Group 
s Go ssn. - - izati rePeayy: Parente 
1 done — posting Pngges sige bag ey peo LIFE: non-participating, participating, standard, 
ce. He ; Sone, HP CONNER Of: & Eee ree substandard, ordinary and special policies, life- 
insur- Robert T. Stuart Jr., youthful presi- S@lesman would have a reduced ap- time disability, $10 per $1,000. 
yer in dent of Mid-Continent Life of Okla- peal. ; Pane A. & H.: disability income, hospitalization and 
f homa City, has gone on active duty as _.. The entrance into this field by a surgery, non-can accidental death, dismember- 
ange an army lieutenant for six months at life insurance company is merely in- ment, major medical expense. 
” he Fort Sill, Okla. Mr. Stuart also was ap- Viting the banking industry to enter GROUP: pure group, small group, franchise, 
ention pointed a member of the executive Some Me maces yr nun pr pension trust. 
inwise F i present time or at some time in é ; ‘ , 
committee of Oklahoma Assn. of Life future,” he warned. “Moreover, sooner Write James W. Galloway, Associate Director Agencies 
Seige Pemepanae: or later some insurance departments 
ing t 
e nde: Floyd G. Short, underwriting vice- are apt to crack down on this type of REPUBLIC NATIONAL LIFE INSURANCE COMPANY 
loess president of Franklin Life, has been activity. Certainly if the legislatures of North Central Expressway e Dallas, Texas 
sli elected 2nd vice-president of the 17 states are deeply concerned over 
meh. Springfield (Ill.) Y.M.C.A. the trading stamp plans of retail 
Davis. ; stores, a lot of people are going to be 
didn’t br O. a, ee Pe concerned some day over ‘gifts’ of life 
| have ew and Lite insurance in order to encourage bank : ; 
act on director of the Gillette Co., Boston. deposits.” g desig ned Se or the St is TOWINE 
\ that ae, home owner market . . 
The speaker said a great weakness " 
pe gig gr pepe on og UNITED LIFE’ 
elying FRANCIS W. CAVANAUGH, 60, as- 2008 the participants except a de- HOME MORTGAGE 
ease sistant secretary in the life and A&S am eatiotaante teks bog ela “at all. CANCELLATION PLAN 
doubt claims department of Travelers since The ix ee predetermination ot ta 
done 1952, died in Hartford hospital. He had .ount of insurance on the life of now available with 
ading been with the company 37 years. any insured, and the amount can be Accident OF Vckness Dien bilit 
< that STANLEY H. WATSON, 66, for more changed at will exclusively and solely cciden € = y 
to see than 30 years a salesman for Equitable by the insured. 
-asons Society in Cleveland and past president The claim experience, he contended, 
olish- of the Cleveland CLU chapter, died in must ultimately be different than in 
ever Tucson, Ariz. A life member of the the case of group creditor, because it 
action Million Dollar Round Table, Mr. Wat- is usually the younger person who is 
com- son at the time of his death was a_ unable to save the larger sums of mon- 
partner in the Louis Behr organization, ey, whereas the older person is in the © Paid-up mortasne 
employe benefit plan consultants at position to accumulate savings. There- : a f pie = 
<== Cleveland. fore, amount by age distribution un- . ; te ; 
der a double-dollar plan should be rorection agains 
NEIL O. RICE, 29, manager of the “* : | fj th h 
agency accounting division of Bankers prs from group aig begin poet sn, a 
Life of Nebraska, died after a short 1 =. . —— i ae a spores re e ! “il 
a illness. He had been with the company on _to — re grea tl amounts. Conversion priege i 
»f the for more than seven years. The a this type poghinatybitse ® Fast selling; top commissions 
ial on depositors of a private or closed 
— cea institution, such as a credit union, will UNITED LIFE 
a Berkshire’s N.Y. In-Force not have these unfavorable control fac- AND ACCIDENT INSURANCE CO. 
Understat ed in Mar. 15 Issue be es aa ar cea cae ar cave Concord, N. H. AN OLD NEW ENGLAND COMPANY EST. 1913 
f erkshire Life’s business in force in ll ers are automatically in- i i 
oth New York state was incorrectly shown res sr : ee ee receipe ‘ele 
dures in the tabulation in the issue of March ; C.L.U., Field Management V. Pres., United 
; dei 15. The actual figure at the year-end x ‘a 
a was $184,396,021. This increases the Liberty Natl Ss lit Stock 5-tor-1 Life, 5 White St., Concord, N.H. 
gainst total ordinary in force in New York “6Tty Natl. opis « oe d Thi li ilable: 
as a state by $170,479,945, bringing the fig- Pope! pi age abe ea so Is policy available: 
e ? ve e 
: Be all i sheeypeg ony yin Age total for resented by 500,000 shares of common Conn., Del., D.C., Me., Md., Mass., *Mich., 
a the —_ stots arte oe Dee Vale take Suir ee *N.H., *N.J., N.C., *Ohio, *Pa., R.I., *S.C. 
New Y ! represented by 3 million shares with U U U U ' ' ’ 
mem- ee ge ora _ has made a 20-year $2 par value. Stockholders will receive Vt., *Va. 
pee Ine Tuiltess of te to psd Me ape gpa five — ren Roar apn nore. on Amit 
audi “9 Ol € new o0-story alr- 1. Certificates for the new shares wi ‘ 22 : ‘ 
conditioned office building at 485 Lex- be mailed April 19. A dividend of $1.50 General Agency opportunities available in these States. 
ington avenue, New York City. per share was paid in March. 
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December 31, 1956 


ASSETS 
U. S. Government Bonds..................+. $ 6,804,682.03 
Passe: Welitg Mons... 6:50 oie 5-0. sicare Sisleee oes 6,688,177.91 
State, County, and Other Bonds.............. 6,836,538.71 
PATON DOM OCSRDORB 6 io oo icsoeis en wrortin Nis y OS's ie ous ee 546,212.00 


PROTUBA RG IORI ois c6.i6. 05.05 kins bas dws ces ct en eee 11,125,535.45 


PAPEL MANO INS a5 5 sto5 pbs Ws os 6 Dine oe tyne sos sin aig Oe 2,586,829.66 
Real Estate Owned (Including 

Home Office Properties)................... 668,630.89 
Real Estate Sold Under Contract............. 200,894.09 
Aiiae ls 1th CUBR io o's o's Si 5 asin wy sidin is os eae saa 883,526.68 
Interest Due and Accrued on Investments... .. 236,760.12 
Net Uncollected and Deferred Premiums..... 688,546.46 
PAT ARORA GEONB 5.565055 106 0056S ais sca eae 36,022.73 

SR OVE Be Mb TSS RF ’. $37,302,356.73 

LIABILITIES 

RODMICY SERBODIGIES « 5015,0-0:0:0.4:0 so eiclewiesisiineniea a ene $31,381,082.00 
Additional Policyholders’ Funds.............. 1,148,294.29 
Reserve for Policy Claims (For Claims 

Reported but not yet completed).......... 33,677.00 
Reserve for Premiums and Interest paid in 

EMIS is casa oh enews bites Bc ek $89,038.33 
Reserve for Policy Dividends held on deposit 

and dividends payable in 1957............. 1,204,052.02 
Reserve for Taxes and Other Liabilities....... 389,831.50 
Security Valuation Reserve.................. 99,769.43 


DT Otel ARAIUIOS 6.8 5 56. Osan 5 0 hcleonwes woke $34,645,744.57 


Surplus Funds Exclusively For 
Protection Of Policyholders 


Special Contingency Fund................... $ 100,000.00 
Unassigned Surplus Funds................... 2,356,612.16 
Paid-in Capital Stock..................00000- 200,000.00 

MME iy sco aniaickhenaiii sien mace $37,302,356.73 


INSURANCE IN FORCE—$140,000,386.00 


The \/ICTORY LIFE 
INSURANCE COMPANY 
Topeka, Kansas 








YOUR 


FOREIGN PROBLEMS 


ARE OUR 


“DOMESTIC” CASES 


For over 30 years we have specialized in life insurance of 
all kinds on foreign risks — ordinary as well as group em- 
ployee benefit plans. American Life branch offices and 
agencies encompass much of the world — our mail service 
and affiliated companies cover the rest. Don’t pass up your 
foreign prospects! Just write or call: 


AMERICAN LIFE 


825-827 Washington Street, Wilmington, Delaware 




















Davis Supports Bank-Loan Plan 


(CONTINUED FROM PAGE 9) 





productive efforts she, as beneficiary, 
will no longer enjoy. The second rea- 
son is that this policy of Congress is 
merely an expression of a social point 
of view which has “a very proper and 
fundamental basis, namely, that in 
such case the beneficiary’s loss far ex- 
ceeds, even economically, the amount 
paid as a life insurance benefit.” 

The life company does pay a tax on 
the investment increment, less the 
amount thereof necessary to maintain 
its contractual promises, Mr. Davis 
pointed out, and added: “If you take 
into account state premium taxes as 
well as federal income taxes, there is 
no form of savings in this country 
more heavily taxed than life insur- 
ance.” 

“There is one aspect of this problem 
which I believe has been a motivating 
influence in the Treasury’s position,” 
said Mr. Davis. “It is the myth that 
bank-loan insurance is only good for 
the wealthy man. This of course never 
appears on the record but the cloak- 
room discussions evidence how deep- 
seated that feeling is in certain quar- 
ters. 


“In the first place, bank-loan insur- 
ance is not a plan that is limited in 
interest and value to the wealthy in- 
dividual. All over this country young 
interns and doctors in the early years 
of their practice, young engineers and 
other professional men who have ac- 
quired families before their income has 
hardly started, are buying life insur- 
ance with money that they have bor- 
rowed from banks or other financial 
institutions. This proposal of the 
Treasury’s denies equally to them 
whatever benefit there is in the de- 
ductibility of interest on the money so 
borrowed. What are they doing? They 
are merely using the education which 
they have painfully acquired as a basis 
for credit at a time when their tremen- 
dous insurance needs are way out of 
proportion to what their cash income 
is. 

“But, let’s look at the case of the 
man in the high income bracket. Of 
course, the dollar value of the interest 
deductibility increases as the tax 
bracket goes up. But should the high 
bracket man be denied the benefit of 
the interest deduction simply because 
his bracket is high? If it is socially 
proper and sound for the government 
to take at 50, 60, 70, or 80%, it is 
equally sound and just to permit his 
deductions at the same rate at which 
his earned income is reduced. After all, 
every dollar that he puts into savings 
or life insurance protection has already 
been reduced by a percentage equal 
to the percentage which measures his 
interest deduction.” 


Saying that he was not there “to 
shed crocodile tears on behalf of the 
large income earners,” Mr. Davis said 
he merely wanted to point out that in 
logic as well as justice the tax bracket 
of the proposed insured has nothing 
whatever to do with the question of 
whether interest on bank borrowings 
to pay insurance premiums should or 
should not be deductible. If it were 
pertinent to the question, it would log- 
ically follow that you should deny the 
interest deduction to all high-income 
people for whatever purpose the money 
was borrowed—and solely because they 
are high-income people, he observed. 

“The enactment into law of the pres- 
ent proposal,” said Mr. Davis, “lays the 
basic groundwork for complete denial, 





at some later date, of deductibility for 


interest on money borrowed on cash 
values or any other security wherever 
or whenever the borrowing is to keep 
life insurance in force. The logic of the 
next step is inescapable. It follows 
from the fact that the proposal is baseq 
on the Treasury argument that there is 
a double tax benefit: The interest de. 
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MODPEL GROUP 
LIFE PLAN OFFERS 
TO £20,000 or *40,( 

of group life insurance 
Can you walk up to your “10- 
Lives”* group prospect and ask, 
“Are you insured for a realistic 
amount of group life insurance?” 
MODEL GROUP says you can! New, 
modernized life schedules based 
on the National Association of 
Insurance Commissioners Model 
Group Life Insurance Definition, 
provide you with a truly practi- 
cal sales approach to small and 


medium size firms. Get the facts 
today. 


e Standard Group Rates 

e Waiver of Premium in event 
of Total Disability 

e Conversion Privilege 

e No Medical Examinations 

e Group Underwriting 

e 24 Hour AD & D Coverage 
for non-hazardous groups 
may be included up to 50% 
of the life amount—maximum 
$20,000. 


Get all the facts on MODEL 
GROUP today. Contact your 
United States Life General Agent 
or group office for details. 


*in states where permitted 


Another first from the company 
that made “Baby Group” famous: 





84 WILLIAM ST., NEW YORK 38, N.Y. 
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ductibility and the so-called inside 
puild-up of the insurance reserve. 

“No one could possibly deny that in 
this respect the situation is exactly 
parallel whether the borrowing occurs 
pursuant to a ‘plan’ in mind at the 
time the policy is applied for or occurs 
pursuant to some other necessity at 
some time after the policy is applied 
for. The real answer lies in the fact 
that there is no double benefit.” 

It is the duty of the life insurance 
profession, Mr. Davis declared, to de- 
fend the principle that life insurance 
is at least entitled to as favorable tax 
treatment as other kinds of property. 
It is quite out of character, he said, 
for the life insurance industry to be 
asking Congress to load more taxes on 
the policyholders which, as a class, 
they are supposed to represent. In fact, 
he said he believed it to be the first 
case in all history where this had ever 
been done. 


In presenting the case against the 
bank-loan plan, Mr. Brown said that 
its proponents who argue that there 
are situations in which it is suitable 
are correct only if certain factors are 
present, such as the need for insurance 
in the net amounts developed year by 
year, low interest rates available from 
a bank, bank-loan interest being de- 
ductible and policy earnings not in- 
cludible for tax purposes, large income 
with high income tax in the top brack- 
et, ample liquid reserves when the 
plan is purchased, ability to pay off 
the bank loan out of other assets if 
necessary, expectation of continuing 
the plan until insured’s death, and the 
probability of continuation of large in- 
come until death. 

“Unfortunately, the bank-loan plan 
has not been marketed with such dis- 
crimination, or for that matter, with 
any discrimination, by any but a very 
few who are selling it,” said Mr. 
Brown. He said he had seen a number 
of proposals and had yet to find one 
where it was offered on the basis of 
an analysis of the prospect’s needs. Al- 
ways the plan was submitted as a tax- 
avoidance device and all but three or 
four were for a $100,000 face amount 
or other round figure. 


Discussing the argument that be- 
cause commodities and real estate may 
be bought with borrowed funds it is 
also sound to buy life insurance that 
way, Mr. Brown said that the situa- 
tions are not parallel. 

“When homes, automobiles, appli- 
ances, jewelry and other commodities 
are bought on the installment plan, an 
asset is built up which grows as the 
loan is paid off,” said Mr. Brown. Even 
travel which can be bought on install- 
ment plans is paid for in a reasonably 
short time. When life insurance is 
bought on the bank-loan plan, there 
is no thought of repayment of the loan, 
except perhaps in very rare cases in 
which I have yet to see an example. 
The result is that all a policyholder 
owns at the end of a long period of 
years is a policy encumbered with a 
maximum or near-maximum loan, and, 
all too often, little or no other re- 
sources, 

“That heavily loaned policies have a 
high lapse ratio in later years with a 
severe selection against the company 
1s a well known life insurance fact. 
The good risks who have wearied of 
the increasing interest charges and de- 
creasing death benefits will lapse, but 
the impaired risks hang on. Why com- 
pany officers who foster bank-loan 
business are willing to set up future 
high mortality has always been a mys- 


terious angle of the bank-loan busi- 
ness.” 

Mr. Brown said that “for two years 
we have discussed the problem with 
Treasury officers with the objective 
that any language to amend the code 
should reach only the interest deduc- 
tion on bank-loan plans and would not 
be disallowed the borrower for custom- 
ary purposes. It is fortunate that tax- 
ing authorities in the Treasury depart- 
ment and in Congress are equally anx- 
ious to draft a proposed amendment 
with the objective of having it apply 
only to the bank-loan plan and not to 
loans for usual needs.” Mr. Brown said 
he thought that there would not be any 
trouble on this score even if the law 
involved a subjective test, that is, an 
interpretation of the intent of the in- 
surance buyer at the time of purchase 
to use the bank-loan plan. 

Mr. Brown said that though the his- 
tory of legislation has made it clear 
for some time that the annual pre- 
mium bank-loan plan was well known 
to taxing authorities and was certain 
to come under attack, nevertheless, 
bank-loan plan proponents refused to 
believe that and “chose to play os- 
trich.” 

“That many agents have been mak- 
ing the bank-loan plan their careers 
to the exclusion of normal methods of 
selling is a mockery upon the argu- 
ment that the bank loan fits some spe- 
cial cases,” said Mr. Brown. “The same 
is true of a number of general agents 
who are soliciting bank-loan business 
promiscuously from brokers, most of 
which is written imprudently, and 
with little or no regard for the prob- 
lems of the client.” 





Pru’s Chicago Regional 
Office Wins Top Trophy 


The Chicago regional home office of 
Prudential was recently awarded the 
company’s president’s trophy, as top 
regional home office in sales and serv- 
ice in 1956. Fifteen of the eligible 50 
Mid-America districts earned presi- 
dent’s citations and set the record- 
breaking pace. 





Government Employees Corp. has 
declared a 10% stock dividend, pay- 
able April 29, at a rate of one share 
for each 10 of common of record April 
8. It has also increased the annual cash 
dividend on common stock from 50 
cents to 60 cents, and declared a semi- 
annual dividend of 30 cents per share, 
payable May 25. 























Why settle for either some form of life insurance to cover a mortgage, or 
A &H income insurance to cover monthly mortgage payments for a limited 
period? Either plan represents only “half a house” of protection. 


NOW SECURITY-CONNECTICUT LIFE’S COMPLETE HOME SECURITY 


PLAN combines, in one unique policy, true Decreasing Term mortgage 
life insurance and long term Disability Income of $10 monthly per $1,000 
of initial insurance. 


For example, a $10,000 COMPLETE HOME SECURITY Plan would provide 
adequate insurance to cover any balance of an original $10,000 mortgage 
(of 6% or less) if the owner dies during the policy period*; and if the 
owner were totally and continuously disabled before age 60 for four 
months or longer, the policy would pay $100 monthly tax-free Disability 
Income right from the start of disability and until recovery—even to the 
end of the policy period. 


You'll be surprised when you see the modest premium for this “full house” 
of protection, and pleased with the commission rate, too. Why not write 
us, today? 





a FOUNDED 

ee x ale 
3 a SECURITY-CONNECTICUT 
@ «OS LIFE INSURANCE COMPANY 
: Lae 5 NEW HAVEN, CONNECTICUT 

v SECURITY IS ™ 
+ OUR PRODUCT . G. ALBERT LAWTON, C.L.U. ROBERT E. AKER 
COmpanie® Executive Vice-President Superintendent of Agencies 











LIFE INSURANCE 


sINcCE [883 











In 1957, Modern Woodmen enters its 75th year of service to the American family. 
We approach our 75th anniversary with a sense of pride in our achievements, and 
a deeper sense of obligation to those hundreds of thousands of Americans who 
have placed their confidence in us. 


As we continue to provide a broad program of life insurance protection, we 
shall further develop our agency force through constant training in modern 
techniques of life insurance counselling. 


Modern Woodmen ot america 


HOME OFFICE—ROCK ISLAND, ILL. 








18 


FieNATIONAL UNDERWRITER 


April 5. 1957 


a, 








Lobingier States Rewards of Public Relations 


(CONTINUED FROM PAGE 10) 





become well known in the community? 
One manager, said Mr. Lobingier, ac- 
tually trains his men in community 
leadership, helping them develop the 
ability to speak, to run a meeting and 
to organize a project, so they will have 


self-confidence and not be afraid to as- 
sume the leading community roles the 
agency would like them to have. 

To avoid getting agents into so much 
community work that their basic job 
of selling suffers, Mr. Lobingier said 








So years..:.::. 
young! 


The year 1957 marks American United’s 80th birthday. A 
venerable age for any company, signifying an ability to 
weather booms and depressions, indicating experience and a 
staying power that is a valuable asset. Noteworthy, too, is 
American United’s exceptional financial strength measured 
by any yardstick . . . by a much greater over-all surplus than 
that of the average in the life insurance industry. 


But that’s only half the story. At 80, one can be an old fogy 
or have young ideas. The growth record of American United 
the past few years definitely points to young ideas, to a spirit 
of competitiveness that is the life blood of the life insurance 
business. American United is tooled up for good production 
with excellent merchandise, with a complete line of income 
protection from death to non-can disability and with the 
. add a sales force that is enthusiastic, 
well-informed and happy, and you have the reason for an 
80-year, youthful outlook on the future. 


ican United Life 


right price structure . . 
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he likes the practice of the general 
agent who insists that his men partic- 
ipate but tells them to tackle just one 
major activity each year. This way, he 
reasons, each man is able to do a good 
job at whatever he undertakes. 

How about clubs? A _ prominent 
agency head, said Mr. Lobingier, ad- 
vises his men to join one or two but no 
more. However, in the clubs he does 
join, he should volunteer for work, 
take leadership and establish a repu- 
tation for being willing, dependable 
and responsible. But joining a club 
with the main idea of selling its mem- 
bers is a good way to create bad public 
relations and anyway LIAMA research 
shows that clubs are not as profitable 
a source of business as some others. 

Often an entire agency will be able 
to render valuable service to a town 
by offering its greatest talent—sales- 
manship—in connection with a Com- 
munity Chest campaign along the lines 
of the so-called Hartford plan. 

If the agency has a show-window on 
the street it can be used for each of 
the major charitable drives for exhibit 
space. This makes for a busy window 
and it brings widespread recognition 
to the agency. Another use of window 
space, either in the agency office or 
around town, is for promotional ex- 
hibits of the agency or Institute of Life 
Insurance. The institute also has life 
insurance films that the agency can 
sponsor. 


In cultivating influential groups Mr. 
Lobingier said one agency had found 
it hard to service its policyholders un- 
less it could be sure life insurance was 
properly correlated with the rest of 
their estates and their wills. The agen- 
cy’s solution was to bring in an attor- 
ney and let him work exclusively on 
these problems with its clients. The 
results have been excellent for the 
agency has been able to show the out- 
side professional men whom the law- 
yer confers with that the agency is 
just promoting the things that these 
professionals know are good for the 
client. The agency has convinced these 
professionals that it is not trying to 
encroach on their area but is working 
with them. 

One agency invites a man from a 
different line of business each month 
to speak to an agency meeting, telling 
him frankly that the agents would like 
to know more about the problems of 
his business so that they can better 
serve the people in that business. The 
person who is asked to speak is com- 
plimented and he passes the word 
around that here is a progressive agen- 
cy. The agents, for their part, obtain 
much valuable information. They make 
a friend of the speaker and they are 
stimulated to think in terms of a spe- 
cific business for prospects. 

As for local publicity, Mr. Lobingier 








Genero! Agency opportunities available! 








S. _ When They're “Tough’’ To Handle—Try Postal! 


ferent’’ cases. 


time”’ renewals. 


Postal was established in 1904, is a New York Company with 
individual underwriting that is ideal for handling your ‘‘dif- 


“Special” policies, Group, term-on-term, juvenile, flexible riders. 
An unusual Brokers’ contract with free Group insurance, ‘“‘life- 


Postal Life of New York 





GEORGE KOLODNY, President ¢ 511 FIFTH AVE., N.Y. 17, N.Y. 





said that it is quite easy to get public. 
ity in most towns and small cities ig 
the news is legitimate news and not 
free advertising. It is easy if the com. 
pany has a home office press service 
but even without that almost any 
manager can get good results on his 
own. 


Mr. Lobingier quoted one source as 
saying it is important to know the fi- 
nancial editor or reporter well enough 
so the manager can call him up and 
ask his opinion about whether an item 
is news or not and how he would sug. 
gest that it be written up. 

A news item might include appoint- 
ment of a new agent, company or in- 
stitutional honors for an agent, a meet- 
ing at which a prominent person spoke, 
recognition won by the agency, a visit 
by a company officer, an honor for an 
influential policyholder, participation 
by the agency in some civic project, 
examples of life insurance in action, 
an agency anniversary. 

The real trick, said Mr. Lobingier, 
is for members of the agency to be 
able to recognize a newsworthy situa- 
tion when it occurs. 

Agents in small towns should re. 
member that the small town weekly 
will print many items in detail that 
the editor of a daily will toss in the 
wastebasket. 

Another way to publicize agents is 
through local advertising. 

Editors of insurance papers are glad 
to get contributions on “How I Do It” 
Hence, if agents have anything sub- 
stantial to say they will find it easy 
to break into print. 

The company magazine is another 
medium where good contributions are 
welcome. One manager orders reprints 
of company magazine articles written 
by any of his agents if it would appeal 
to the public. He mails these, with a 
short note, to the agent’s policyholders. 
If the agent did this himself it would 
seem like bragging, Mr. Lobingier 
pointed out, but when the manager 
does it for him the result is solid pres- 
tige. - 


Agency services to the public should 7 


be of top quality, said Mr. Lobingier. 
For example, do your visitors get an 
impression of efficiency and _ good 
taste? Is a competent person assigned 
to counter service? Do visitors find in- 
teresting information on the rack? Is 
publicity in evidence about agency 
leaders? Are incoming telephone calls 
handled in a friendly fashion? When 
someone writes to the agency is each 
letter acknowledged promptly even if 
the full answer must wait? 

The manager can encourage agents 
to build their own public relations pro- 
grams by finding time to do the things 
that should be done, by making ade- 
quate clerical help available and, 
around town, by going out of his way 
to boost the agents’ prestige such as by 
getting club memberships, speaking 
engagements, and key jobs. 

In planning a program of public re- 
lations the manager should analyze his 
own situation: (1) Whom do we want 
to impress? (2) What do these people 
think of us now? (3) What do we want 
each group to think of us? (4) What 
can we do to achieve our objectives? 

Some managers try to do this plat- 
ning all by themselves, said Mr. Lo 
bingier, but best results seem to come 
when it’s a group operation, perhaps 
guided by a public relations committee 
made up of the manager, one or two 
agents, and the cashier. 
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FIELD CHANGES 


Travelers 

R. N. Hogue has been named man- 
ager of a new branch opened at San 
Antonio, in Petroleum Commerce 
building at 201 North St. Mary’s street. 
Mr. Hogue joined Travelers as_ field 
supervisor at Dallas in 1950 and was 
named assistant manager in 1954. J. T. 
Johns is supervisor of the group de- 
partment, William J. Caughey is office 
manager and Paul W. Bogusch Jr. is 
claim manager. 








Connecticut Mutual 
Curtis Cunningham has been ap- 
pointed general agent in Spokane to 
succeed Thomas R. 
Carey, who has 
asked to be re- 
lieved of manag- 
erial duties in or- 
der to devote full 
time to personal 
sales work with 
the agency. Mr. 
Cunningham 
joined Connecti- 
cut Mutual two 
years ago and was 
appointed district 
agent in Tacoma 
in 1955. Mr. Carey 
joined the compa- 
ny at Portland, Ore., in 1938 and has 
been general agent in Spokane for 
eight years. 


Mutual of New York 


Robert F. Broderick and Dwight E. 
Redd have been appointed managers 
at Boston and Madison, Wis., respec- 
tively. Mr. Broderic succeeds Foster 
S. Boothby, who has resigned from 
the company. Mr. Redd_ succeeds 
Thomas M. Hubbard, who will con- 
tinue with the agency as assistant 
manager. Mr. Broderick operated a 
general brokerage business _ before 
joining Mutual at Boston in 1951. He 
was named assistant manager three 
years later. Mr. Redd joined the com- 
pany at Cleveland in 1948 and was 
named assistant manager in 1953. Both 
men went to the home office for man- 
agerial training last October. 


Ohio National Life 


Frank E. Muscal, Harold C. Sonday, 
and Edwin E. Brandt have been ap- 
pointed general agents for Ohio Na- 
tional Life at Philadelphia, Cleveland 
and Leavenworth, Kan., respectively. 
Mr. Muscal, who lives at Chester, Pa., 
has been in insurance for 14 years and 
has experience as an agent and assist- 
ant branch manager. Mr. Sonday will 
have his Cleveland headquarters at 
1360 Hanna building and will maintain 
district offices in Akron and Ravenna, 
O. Mr. Brandt joined the company aft- 
er seven years with Aid Assn. for 
Lutherans. His agency will serve 
Leavenworth and surrounding areas. 


Metropolitan Life 


John J. Gill has been appointed su- 
perintendent of agencies in charge 
of the south central territory, which 
includes Alabama, Arkansas, Ken- 
tucky, Louisiana, Mississippi, Tennes- 
see and Texas. Mr. Gill joined Metro- 
politan Life in 1934 at Astoria, N. Y. 
He has been an officer since 1953 and, 
Prior to the current appointment, was 
assistant vice-president. 

A. Kenneth Hemer, superintendent 
of agencies of Atlantic coast territory, 
becomes superintendent of agencies of 
Keystone territory. 

John E. Neal, superintendent of 
agencies of south central territory, be- 
comes superintendent of agencies of 
Atlantic coast territory. 

Mr. Hemer’s new assignment follows 
the decision of Samuel D. Risley, su- 





Curtis Cunningham 





perintendent of agencies of Keystone 
territory, to retire April 30. Mr. Ris- 
ley has been with the company since 
1919, and was appointed superinten- 
dent of agencies in 1941. He has been 
successively in charge of southern, 
New England, Penn state, and Key- 
stone territories. 


John Hancock 


Charles N. Brennecke has been ap- 
pointed assistant director of field 
training in the district agency depart- 
ment. He joined Hancock at Austin, 
Tex., several years ago and has been 
regional supervisor in northern New 
England since 1952. He is a CLU. 

Promoted from assistant district 
managers to supervisors of field train- 
ing are John A. Bandoni in the west 
coast district agency territory; Law- 
rence J. Kelly, east central; Henry D. 
Brennan, southeastern, and Walter A. 
Blair, north central. 


Calif.—Western States 


J. C. Power and David M. Thompson 
have been promoted to assistant gen- 
eral agents for the Bates agency in Los 
Angeles. Mr. Power was with Califor- 
nia-Western States Life for 10 years 
and Mr. Thompson was with Penn 
Mutual some years ago. 


Colonial Life 


George C. White, former life man- 
ager of the Weghorn agency, New York 
City general insurance agency has 
joined the Jaffe agency at New York 
as manager of its new life department, 
which has been set up to represent 
Colonial Life. Mr. White formerly was 
a unit manager of Equitable Society at 
New York. 


Acacia 


Thomas M. O’Reilly has been ap- 
pointed unit manager of the Rhode Is- 
land branch with headquarters at 
Newport. He has been with Acacia 
since 1955. Branch headquarters, under 


Manager Kelly Sheridan, has been 
moved to Providence. 
Variable Annuity Life 

Washington Associates, Inc., has 


been appointed general agent of Vari- 
able Annuity Life in the District of 
Columbia. Agency officers are J. R. 
Gorman, president, a lawyer; Donald 
M. Counihan, vice-president, a lawyer, 
and William G. Russell, secretary and 
treasurer, president of the Hufty, Eu- 
banks & Russell general insurance 
agency and of Estate Planning Asso- 
ciates, Inc., Washington. 


United States Life 


Adelman-Schwait agency has been 
named general agency at Reading, Pa. 
Jack E. Schwait and Robert Adelman 
are co-general agents. Before joining 
United States Life, Mr. Adelman spent 
seven years with Fidelity Interstate 
Life, advancing to regional supervisor 
for Pennsylvania. Mr. Schwait was 
with Fidelity Interstate Life for 34% 
years. 


COMPANY CHANGES 


Prudential 


Harold Rudolph has been appointed 
training consultant at the Los Angeles 
regional home office of Prudential. He 
joined the company in 1949 as assist- 
ant manager at San Bernardino, Cal., 
and was made a division manager in 
the Payne agency of Prudential at Los 
Angeles the following year. 


Phoenix Mutual 


Dr. Norman R. Rund has been ap- 
pointed assistant medical director. He 
recently resigned as medical director 
of Bankers Security Life of New York 
to take the Phoenix Mutual post. He 
has been chief medical examiner of 
Provident Mutual at New York since 











1941. He has practiced internal medi- 
cine at New York for 16 years and has 
been assistant attending physician at 
St. Luke’s hospital and cardiac clinic. 


Equitable Life of D. C. 


Lloyd A. Brewer Jr., Frank B. Es- 
linger and Robert C. Bailey have been 
promoted to vice-presidents of Equit- 
able of D. C. Mr. Brewer has been 
manager of agencies. Mr. Eslinger, for- 
mer treasurer, will be in charge of fi- 
nances and investments. Mr. Bailey 
will continue as actuary. 


Peoples Life of D. C. 

A. P. Thompson and H. E. Tipton 
have been elected treasurer and comp- 
troller, respectively. Mr. Thompson 
joined Peoples Life in 1928 at Rock- 
ville, Md., and has been comptroller 
since 1946 and a director since 1953. 
Mr. Tipton joined the actuarial depart- 
ment in 1941 and has been assistant 
comptroller since 1952. 


Connecticut General 


George W. Young has been appoint- 
ed vice-president and actuary. He has 
been 2nd vice-president and actuary 
since 1954. Carl T. Furniss has been 
appointed assistant superintendent of 
agencies. Now assistant manager at 
Philadelphia, he will take up his new 


duties at Connecticut General’s home 
office on July 1. Richard A. Hess has 
been appointed assistant controller. 
He has been an administrative assist- 
ant and assistant secretary of the 
group sales department. Robert L. 
Mayer has been appointed director of 
group sales. He has been secretary of 
group sales since 1954. Appointed as- 
sistant directors of group sales were 
Arthur E. Davis Jr., Ralph W. Hackett 
Jr., Robert P. Jones, Robert N. Roach, 
and William H. Welch Jr. Mr. Welch, 
group manager at New York, will as- 
sume his new post May 1. 


Tennessee Valley Life 


George B. Holland, educational di- 
rector, and J. T. Barham, office man- 
ager, have been elected vice-president 
and treasurer, respectively, of Tennes- 
see Valley Life of Jackson, Tenn. 


Life of South Carolina 


Rudy Hagelman has been appointed 
vice-president and agency director. 
Before joining Life of South Carolina 
at Columbia, he was assistant director 
of agencies of Union National Life of 
Lincoln. He entered the business with 
Massachusetts Mutual at Houston and 
later was with New England Life, Co- 
lumbia General Life of Houston and 
American General. 





CAN YOU PROSPECT? 





CAN YOU COMPETE? 


HERE’S YOUR ANSWER! 


HOWARD W. 
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GENERAL AGENT. 





OPPORTUNITY 





Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you've 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 

Can you inspire and show others “how to”? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 
Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 
commission on par and non-par policies—agency 
office allowance—non-contributory pension 
plan—operating capital for new agents. 
Write, Wire, Phone 
FREDERICK E. JONES, President 


KRAFT, Vice President 
and Director of Agencies 


SPATE LIFE 


COLUMBUS 15, OHIO 





Licensed in: Arizona, California, Delaware, D.C., Illinois, Indiana, lowa, Kentucky, Maryland, Michigan, 
Minnesota, Missouri, N. Carolina, Ohio, Pennsylvania, Texas, Virginia and West Virginia. 
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Tells Why Mass. Mutual Will Not Enter A&dS 


(CONTINUED FROM PAGE 12) 





cause of the extremely small margins 
involved. 

“In my opinion, these problems in 
no sense represent an indictment of 
the business itself; rather, in my opin- 
ion, we are the outgrowth of an overly 
zealous desire for a large volume of 
new business. We should always keep 
in mind that the spectacular growth 
of group insurance in all its forms has 
been due to the sound and progres- 
sive thinking of those who recognize 
it as the insurance industry’s best an- 
swer to a genuine economic need. 

“T feel strongly that we should not 
adopt group insurance practices which 
would prove detrimental to our ordi- 
nary field force. The future growth of 
our company depends chiefly upon the 
further sound development of our 
agency organization and I think it is 
obvious that the group practices which 
I have mentioned, if expanded, will 
make the life insurance business less 
and less attractive to the caliber of 


men we want to represent the Massa- 
chusetts Mutual. 

“From the standpoint of costs, it is 
of course desirable for our group de- 
partment to grow at a faverable rate 
during a period of increasing expenses 
such as the present. Therefore, we 
would like to have a larger volume of 
new group business but we certainly 
do not want new business at the ex- 
pense of our existing policyholders. 
We are going to remain aggressive in 
the group field but I assure you we 
are not going to adopt practices which 
violate sound principles and equity. I 
am pleased to tell you that those in 
direct charge of our group department 
feel just as strongly on these questions 
as I do.” 

Mr. Kalmbach announced that early 
in April the rates on single premium 
annuities will be reduced because of 
the higher interest rates available on 
long-term investments. He also said 
that in those states which approve, 
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A KINDERGARTEN TEACHER 


... takes two apples in one hand and two in the other. 

When she places the apples together, the children clearly see 
why two and two equal four. She knows that through the 

use of a simplified visual guide, a complex idea may be clear. 


Here at Philadelphia Life we have followed that principle 
by presenting the frequently confusing Split Dollar Plan 
in a form that any businessman can easily understand. 


The client of a Philadelphia Life fieldman can clearly see... . 


HOW THE PLICO SPLIT DOLLAR PLAN WORKS. 


HOW BOTH EMPLOYER AND EMPLOYEE RECEIVE 
| SO MUCH FOR SO LITTLE. 


HOW THE SPLIT DOLLAR HELPS THE EMPLOYER 
RETAIN VALUABLE EMPLOYEES. 


HOW BENEFITS ACCUMULATE YEAR BY YEAR. 


In other words, their business prospect or client 
can see that he has everything to gain 


by putting into operation... 


THE PLICO SPLIT DOLLAR PLAN 


Address inquiries to the Agency Department 


Philadelphia Life 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA. 
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Joseph E. Boettner, C.L.U., President 
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the company will soon offer a family 
plan rider which may be attached to 
a basic policy on the life of a man who 
is the head of a family and which will 
provide coverage for the wife and all 
the children of the family, including 
children born or legally adopted after 
issuance of the contract, with the re- 
striction that coverage will be limited 
to children who are not over age 18 
at date of entry. 

The rider may be attached to a pol- 
icy or any permanent plan of insur- 
ance to which no other term rider is 
attached so long as the basic policy 
will be premium-paying for a period 
at least as long as the premium-paying 
period of the family plan rider. The 
rider may be attached only at the time 
of issue of the basic insurance on the 
life of the insured and may not be at- 
tached to existing coverage. 

The initial premium rate for the 
rider will cover the wife and all chil- 
dren, with no rate increase because of 
the birth or adoption of children after 
the rider has been issued. The cover- 
age on the life of the wife will be 
term to age 55, 60, 65 or 70, as appli- 
cant chooses. In the event of the death 
of the husband, the coverage on the 
wife will become fully paid-up term 
to the age elected. 

The coverage on the children will 
be term to age 21 or to the expiration 
date of the rider, if that date is earlier. 
Upon the death of either the father or 
the mother, coverage on the children 
will become fully paid up term to age 
21, or to the date on which the rider 
expires, if that is earlier. As the cov- 
erage on the life of each child expires 
in accordance with the provisions of 
the rider, it may be converted to a 
permanent form of coverage for any 
amount up to five times the original 
coverage. 

e e e 

The basic coverage on the life of the 
husband must be at least twice the 
amount on the life of the wife, but not 
less than $4,000; and the insurance on 
the wife will be twice that on the life 
of each child, but not in excess of $10,- 
000. Therefore, the minimum amount 
of coverage to be sold under this plan 
would be a basic policy of permanent 
insurance of $4,000 on the life of the 
husband, with a family plan rider pro- 
viding $2,000 on the life of the wife 
and $1,000 on each child. Otherwise, 
the rider offers considerable flexibil- 
ity. For example, if the policy on the 
life of the husband is for as much as 
$20,000, the insurance on the wife 
could be for any amount from $2,000 
to $10,000. Relationship between the 
insurance on the life of the wife and 
that on the life of each child is fixed, 
with the insurance on the wife always 
being twice that on the life of each of 
the children. 

Mr. Kalmbach said the use of a rid- 
er rather than a policy similar to that 
used by some companies makes this 
flexibility possible, and offers addi- 
tional flexibility in that there is a 
choice as to the kind of policy on the 
life of the husband. 

Mr. Kalmbach said the company is 
working on a complete revision of all 
its policy forms. The result will be 
new policy forms which should be 
available before the middle of next 
year. 





Government Employees Corp. has 
declared a 10% stock dividend, payable 
April 29, at a rate of one share for each 
10 of common of record April 8. It has 
also increased the annual cash divi- 
dend on common stock from 50 cents 
to 60 cents, and declared a semi-annu- 
al dividend of 30 cents per share, pay- 
able May 25. 


Aspegren Tells Chicago 
Group What's Wrong 
With Double Dollar 


Oliver R. Aspegren Jr., general agent 
of Ohio National Life at Chicago, tolq 
a joint meeting of Chicago home of. 
fice underwriters and actuaries that 
Chicago life agents are against the 
double dollar plan primarily because 
they don’t believe it is in the public 
interest. Mr. Aspegren traced the 
spread of the double dollar plan in the 
Chicago area in the past year, pointing 
out that it started in savings and loan 
associations, which offer term insur. 
ance in connection with savings and re. 
quire only a minimum evidence of in. 
surability. The plan then was adopted 
by about five commercial banks in Chi- 
cago and immediate vicinity, and at 
these institutions savings depositors are 
offered term insurance to match their 
savings dollar for dollar to a certain 
amount, with practically no evidence 
of insurability being required. Mr. As- 
pegren said this type of coverage, at 
best, caters to anti-selection. 

In some banks insurance is sold only 
to those depositors who want it. These 
depositors pay for the insurance by 
taking a % to 1% cut in their interest 
rate. “This,” Mr. Aspegren said, “is 
anti-selection compounded.” He pre. 
dicted that double dollar coverage 
will gradually become especially at- 
tractive to the older and uninsurable, 


Mr. Aspegren also presented infor- 
mation indicating that even where ey- 
idence of insurability is required u- 
der the double dollar plan, the expe- 
rience has not been good. The number 
of claims necessarily rejected under 
this arrangement, because of misrep- 
resentation, were in the vicinity of 
25% of those paid. This, of course, pre- 
sented a burden and bad public rela- 
tion situation upon the bank, the in- 
surer and even the whole institution 
of life insurance. Mr. Aspegren said 
double dollar depositors who have 
claims rejected are more apt to blame 
the insurance business rather than the 
banking business. : 

Mr. Aspegren also pointed out that 
many actuaries and underwriters con- 
sider the double dollar plan as un- 
sound, pointing out that the rate struc- 
ture, which is based on actual costs 
plus loading, will have to be substan- 
tially increased as experience develops. 
However, Mr. Aspegren did admit that 
the double dollar plan has been in 
existence far too short of a time in 
Chicago for any final conclusion, but 
indicated that the Chicago Life Under- 
writers Assn.’s attitude toward the 
double dollar doesn’t brighten much as 
experience develops. He said each suc- 
ceeding plan appears to be a little 
more liberal than the preceding ones 
as a method of making the plan more 
attractive to bank saving depositors. 
This liberalization of the plan has gone 
on, Mr. Aspegren said, until it has been 
dubbed the “wild and woolly” double 
dollar. 





Glenn Waugh Is Advanced 


in Ohio Department 


Glenn Waugh, chief examiner in the 
Ohio department, -has been advanced 
to executive assistant to Superintend- 
ent Arthur Vorys. Mr. Waugh will 
have supervision of examinations and 
rating. He was an examiner from 1939 
until he was promoted in 1948 to chief 
examiner. : 

In other promotions in the Ohio de- 
partment, L. Hayden Jones has been 
named chief examiner after eight years 
as an examiner with the department. 
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Economic Strength 
Reviewed at ALC Regional 


(CONTINUED FROM PAGE 4) 
the 1956 economy, tends to conceal ma- 
jor changes. Nevertheless, the ability 
to offset the sharp curtailment in auto- 
mobiles and residential construction is 
convincing testimony of the basic un- 
derlying strength of our economy. 

Most industries which made a good 
showing in 1956 have continued strong. 
The upsurge of capital expenditures 
despite some cutbacks by industry 
leaders, has continued with little 
abatement. A year-end McGraw-Hill 
survey estimated an 11% increase in 
capital expenditures over 1956. 

Aircraft and shipyards are stepping 
up production, and the demand for 
consumer services shows no signs of 
tapering off. 

Finally, and of major importance, 
the increasing rate of spending by both 
federal and local government units 
gives no signs of slackening. Schools, 
roads and municipal improvements are 
creating a backlog at the local level. 

Concerning the probable trend of in- 
terest rates, Mr. Siegel said that if 
the forecast is correct that business 
will be fairly stable over the coming 
months, with possibly a slight tendency 
to ease somewhat in the third quarter, 
the prevailing level of interest rates 
sould tend to hold pretty much 
throughout 1957. Any change in the 
projection would appear to be in the 
direction of a slight easing of yields 
later in the year concurrent with ris- 
ing bond prices. 

“The. restrictive federal reserve 
monetary policy would appear to sum 
up the entire business picture,” Mr. 
Siegel said. He continued saying that 
he knew of no single segment of our 
economy which has benefitted to a 
greater extent by the slowing down of 
inflationary trends than the life insur- 
ance industry. That federal reserve 
policy has played a top role in this 
fight to contain inflationary pressures 
is unquestionable. 

Mr. Siegel concluded that while it 
appears as though the boom may have 
reached its peak in the last quarter of 
1956, the evidence at hand suggests 
that we shall witness little deteriora- 
tion in the over-all business picture 
in the immediate future. 











William B. Martin, zone manager 
for All American Life & Casualty at 
Springfield, 1l., and Mrs. Martin pre- 
pare to board a plane in Nassau, the 
Bahamas, Mr. Martin won the com- 
Pany’s top prize in its recent sales 
booster campaign. Other winners en- 
joyed a weekend at the Waldorf. 


XUM 


Figures from Life Companies’ Year-End Statements Shown 





Increase Surplus to New Ins. in Increase Prem. Benefits Total 

Total in Policy Bus. Force Dec. in Ins. Income Paid Disburs. 

Assets Assets holders 1956 31, 1956 in ee wy a “- 

$ $ $ $ 
Alinco Life, Ind. ow... 7,968,086 2,114,647 6,025,169 a 566,635,821 40,599,388 6,928,127 1,866,871 1,950,085 
Great Southern Life .... 179,411,121 10,478,993 21,032,525 108,593,401 845,328,897 60,063,402 19,176,975 9,719,531 16,608,765 
Industrial Life, Canad. 49,336,057 6,959,856 4,165,157 98,571,836 467,567,845 66,825,767 13,101,631 4,320,302 9,085,040 
Liberty Life, S. C. ..... 92,284,068 8,111,685 10,563,444 179,633,392! 817,649,814 70,066,418 18,728,277 5,932,235 14,245,067 
Manufacturers Life .. 717,410,936 64,630,884 50,784,016> 396,338,723°2 2,422,973,905" 250,340,375« 92,628,882 42,985,949 72,617,561 
Southern L & Ho owe 26,717,626 2,580,318 2,250,000 84,641,734 " 212,080,551 11,120,874 7,595,053 1,937,503 5,699,831 
ATERNALS 

Modern Woodmen _............0. 199,562,938 4,634,092 24,837,698 66,891,683 592,329,214 14,788,913 14,981,321 14,608,200 21,726,070 


New business figures exclude revivals and increases except as follows: 


' $5,098,614; * $31,618,728. 
‘ Reinsurance only. 


» Includes balance of shareholders’ fund amounting to $2,000,666. ‘ : 
© Includes amount of temporary additions to sum insured not incluled in previous years. 








Accuse Saunders, Smith 


of ‘Breach of Trust’ 

(CONTINUED FROM PAGE 2) 
legislation empowering the board to 
control management firms in the same 
way it controls a company. After com- 
mending the 1955 remedial legislation, 
the committee added that it had evi- 
dence there are “probably several oth- 
er companies” organized prior to that 
period that “will find themselves in an 
insolvent condition in the near future.” 
No companies were named. 

Chairman John Osorio of the Texas 
board was quoted in the newspapers 
as saying that unless someone goes to 
jail in connection with the Texas in- 
surance scandals there will be many 
more such failures in the state. 

Asked by a reporter if he thought 
anyone should go to prison in connec- 
tion with the ICT scandal and other 
recent insurance company failures in 
Texas, Mr. Osorio said: “I certainly 
hope so.” 

He disagreed with the idea that the 
key to the soundness of Texas compa- 
nies lies in a larger examining staff. 
Mismanagement, fraud and misrepre- 
sentation are to blame, he asserted. 
“This will not even show up even if 
an expert examiner is on the job. A 
good example is ICT.“ 


800 Turn Out to Honor 
Huebner in Denver 


S. S. Huebner, recently named to 
the Insurance Hall of Fame and de- 
scribed as one of the chief architects 
of the life insurance profession, was 
honored this week by more than 800 
persons in Denver. A huge turnout of 
business and civic leaders attended a 
breakfast for Mr. Huebner at the Al- 
bany hotel, Denver, given by the Rocky 
Mountain CLU chapter. 

Security Life & Accident held a 
luncheon at the Denver Athletic Club 
and later in the afternoon a reception 
in the company’s building. 

Mr. Huebner’s achievements were 





recited during the Denver celebration: 
In 1904 he started the first class in in- 
surance in the U. S. at the Wharton taught some 75,000 students. 





school at the University of Pennsylva- 
nia. When he retired in 1953 he had 








| {{! 


| 
| Il 

| | 
| 




















To head national sales 
organization selling life 
insurance to senior college 
students and interns. Backed 
by strongly financed legal 
reserve company 















Must be thoroughly 
experienced in this type of 
selling in order to qualify 

for this splendid opportunity 


For complete information 
Write in confidence TODAY: 


Box NU-55 

Natonal Underwriter 
175 W. Jackson Blvd. 
Chicago 4, Ill. 








REINSURANCE 
EXCLUSIVELY 





LIFE (ovdinary and group) 
ACCIDENT & HEALTH 


America’s Specialist in Life Reinsurance 


NORTH AMERICAN RE 


Serving the progressive companies in North America 


NORTH AMERICAN REASSURANCE COMPANY 
CHRYSLER BUILDING EAST 


16! Bast 42nd Street, 
TEL MUway Hill 7-1870 





NewYork (7, New York 
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Four NALU trustees at the Roanoke midyear meeting: Sam B. Starrett Jr., 
Guarantee Mutual Life, chairman of the conservation committee; Mrs. Elsie 
Doyle, Union Central, Cincinnati, chairman of the relations committee; Gordon 
V. Hockaday, Equitable Society, Spokane, chairman of the bylaws committee, 
and Howard V. Krick, Penn Mutual, New Haven, chairman of the underwriter 





education and training committee. 





WANT ADS 











make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum, Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested to 


THE NATIONAL UNDERWRITER 

















IMMEDIATE OPPORTUNITIES 
i FOR GROUP SALESMEN 

A leading Southern group and life. 
insurance company, which has more. 
' than a thousand groups insure 
throughout the Southeast, offers 
outstanding opportunities to exper 
enced Group Salesmen. An inten 
sive expansion program has opene 
excellent opportunities in Wes 
Virginia, Virginia, North Carolina 
South Carolina, Georgia, Florida 













PERSONNEL DIRECTOR OPPORTUNITY 
Large eastern life company seeking a Per- 
sonnel Director to assume full responsibility 
for home office personnel operation. Late 
30's preferred. Must have degree with 
major in personnel or related fields. Should 
have experience equivalent to the top or #2 
personnel man in a large organization hav- 
ing progressive personnel operation. Replies 
will be held in strict confidence. Send 
résumé of education, experience, etc. Ad- 
dress Box +T-38, c/o National Underwriter 
Company, 175 W. Jackson Blvd., Chicago 
4, Illinois. 





Alabama, Kentucky, Tennessee 












Mississippi, Louisiana, Arkansa 
and Texas. 

The position offers an attractiv 
beginning salary plus opportunit 
for advancement. Applicants shoul 
have good records in group selling 
possess supervisory ability and b 
free to travel a limited territory 
Reply in confidence giving complet 
personal data and business histor 
to Box T-63, The National Under 
writer Co., 175 W. Jackson Blvd. 
hi 4, Ill 






















FRANCHISE WANTED 


By an outstanding agency with top producing 
agents, operating in California-Oregon-Wash- 
ington. We are now doing better than $800,000 
per year in A & H premiums. We need a grow- 
ing Company with vision writing Life, and A & 
H. We have o potential of $2,000,000 or more 


AGENCY SUPERVISOR 


Large Life insurance agency of Eastern com- 
pany desires to employ an Agency Supervisor 
to be in charge of a number of counties em- 
bracing a very fine section of northeastern Ohio. 
This section is now producing an excellent vol- 
ume of business but needs further development. 
Unlimited opportunity for man who can qualify. 
Pension and Group benefits. All replies held in 
strict confidence. Address your reply to Box T-57, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








HOME OFFICE UNDERWRITER 


Excellent opportunity with one of America's 
fastest-growing major companies for a man 
with superior background, for advanced under- 
writing at senior level. Should be under age 40. 
Starting salary commensurate with background 
and experience. Replies confidential. 


THE FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 





per yeor. Must have exclusive franchise. We 
have 15 years of A & H experience with sound 
financial background. Replies in confidence. 
Write Box T-31, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








LIFE SALES MANAGER 


Agency Department Home Office Administra- 





WANTED 
JUNIOR DIRECTOR 
Well qualified man or woman around age 35 
to direct Junior Department of Pennsylvania 
Fraternal Society. Must be of good character 
and integrity. Correspondence confidential. Ad- 
dress Box T-61, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 





tor wanted by a fast-growing middlewestern 





Life and A&H company entered in 40 states to 
build home office and field phases of company. 
Background of experience in a company home 
office or as a "second man" in a large agency 
preferred. Unlimited opportunities for advance- 
ment in company structure. Replies will be held 
confidential. Write full details. Box T-51, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 


WANTED 
LIFE INSURANCE AGENT 

Age 27-35, with at least 3 years life insurance 
selling experience, to head force selling vari- 
able life annuities in Washington, D. C. Please 
reply in writing to: 

The Equity Annuity Life Insurance Company 

2480 léth St., N. W. Washington 9, D. C. 











GOOD OPPORTUNITY 
Open for experienced Fraternal Insurance men 
for State Managers’ positions in Pennsylvania 
or Ohio, Applicant must be experienced, honest 
and reliable. Salary and overriding on sales 
rorce, 

2 Correspondence confidential. 

Write Box 1-43, c/o The Nationa! Underwriter 
Co., 175 W. Jackson Blyd., Chicago 4, Ill 











FLORIDA MANAGEMENT 


OPPORTUNITY 
Multi-Million Dollar Producing General Agent 
needs assistant to handle recruiting, training, 
supervision and brokerage. Established agency 
—specializing in Estate Planning—MUST BE 
QUALIFIED. Give Experience & personal his- 
tory. Replies Confidential. Box T-64, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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Scenes from NALU 
Midyear at Roanoke 


Pictured here are a few of the people who attended the NALU midyear at 
Roanoke recently. (More pictures on page 24) 


Checking on an 
estate - planning 
case between ses- 
sions at the NALU 
meeting in Roa- 
noke: From left, 
Robert R. Reno Jr., 
Equitable Society, 
Chicago; David B. 
Fluegelman, Con- 
necticut Mutual, 
New York City, 
past president of 
NALU, and Alfred 
S. Howes of the 
Fluegelman agen- 
cy. 





At the start of 
the national coun- 
cil session during 
the NALU midyear 
meeting at Roa- 
noke: From left, 
Oren D. Pritchard, 
Union Central, In- 
dianapolis, NALU 
secretary and 
chairman of _ the 
state law and leg- 
islation committee; 
Albert C. Adams, 
John Hancock, 
Philadelphia, 
NALU vice-pres- 


| ith ta toate ~~’ 
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Trustees and 
committee  chair- 
men at the NALU 
midyear’ meeting; 
from left, Harry N. 
Phillips, Sun Life 
of Canada, Detroit, 
group insurance; 
Fisher Simmons 
Jr., Pan-American 
Life, New Orleans, 
relations with oth- 
er organizations, 
and William E. 
North, New York 
Life, Evanston, IIL, 
disability insur- 
ance. 








PRITCHARD 


Secretoryicte Low 


eh saicinbit 





ident and chairman of the social security committee: Marvin Kobel, NALU edi- 
tor of publications, and Carlyle M. Dunaway, NALU counsel. 


| 


tual, Manhattan Be 





The _ candidacy 
of Ellen Putnam 
(third from left, 
front row), Na- 
tional Life of Ver- 
mont, Rochester, 
N. Y., was al- 
nounced at_ the 
midyear meeting 
of NALU at Roa- 
noke. Shown here, 
from left: Eunice 
Bush, Mutual of 
New York, Baton 
Rouge, former 
trustee of NALU; 
Norma Wasson 
Bard, Phoenix Mu- 


ach, Cal.; Ellen Putnam and, behind her, Alberta Light, Na- 


tional of Vermont, Royal Oak, Mich.; at right, Laura Benham, Prudential, 


Niagara Falls, N. Y. 


April 5 
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Executive Committee 
of ALC Meets in Ohio 


The appointment of Frank D. Logan 
as assistant actuary of American Life 
Convention was announced following 
a meeting of the ALC executive com- 
mittee last weekend in Cincinnati. Mr. 
Logan, a native of Scotland and former 
actuarial staff member of Sun Life of 
Canada, will assume his duties at the 
Chicago office of ALC about May 1. 

A reception and dinner also followed 
the Cincinnati meeting, at which John 
A. Lloyd, president of both American 
Life Convention and Union Central 
Life, was host. The affair was in honor 
of the executive committee of ALC 
and its 21 living past presidents. A 
number of Cincinnati civic and busi- 
ness leaders were present. 

Presiding as toastmaster, Mr. Lloyd 
introduced William Saxbe, attorney 
general, and C. William O’Neill, gov- 
ernor of Ohio, both of whom spoke 
briefly, and John W. Bricker, U. S. 
senator from Ohio, who _ discussed 
atomic energy for peaceful uses. He 
was Ohio governor when Mr. Lloyd 
was insurance commissioner. 

Members of the executive commit- 
tee went from Cincinnati to Nashville 





a for the ALC regional meeting early 
NALU this week. A report of the Nashville 
1eeting; meeting appears elsewhere in this is- 
arry N. sue. 
in Life 
Detroit, | Continental Assurance 
urance; | Now Grading All Premiums 
i ik (CONTINUED FROM PAGE 2) 
nerican thousand thereafter. The total premi- 
rleans, um is derived from two sources: A ba- 
ith oth- sic rate plus an adjustment factor of 
zations, $2.50 a thousand up to a maximum of 
am = E. $10 a policy. The unit (per thousand) 
v York cost, then, for $10,000 coverage is sub- 
jon, Ill, — stantially lower than that for $1,000. 
insur- And the unit cost decreases as the 
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coverage over $4,000 increases. 

Here’s an example of how Contin- 
ental Assurance’s “quantity discount” 
works. The basic rate (ordinary life, 
non-participating) for a man, age 35, 
is $18.76 per thousand plus the addi- 
tional charge of $2.50. A $1,000 policy 
would cost him $21.26 annually; a $10,- 
000 contract amounts to $197.60 per 
year or $19.76 per thousand; and a 


DEATHS 


RICHARD W. DE LAMATER, 84, 
retired chief underwriter in the A&S 
department of Aetna Life, died at 
Hartford hospital after a long illness. 
He joined the accident claim depart- 
ment in 1910. 











$100,000 plan would run $1,886 in total 
annual premium or $18.86 per thou- 
sand. 

Incorporating a principle long used 
in other’ industries, Continental’s 
quantity discount plan gives the life 
insurance buyer the same advantages 
he already enjoys when buying many 
other commodities. In this way, he 
enjoys an advantage made possible by 
large purchase economies. It is axio- 
matic that administrative and service 
charges of handling a life insurance 
policy decrease on a unit basis as the 
face amount increases. 





PR in Life Insurance 
Coming of Age 


(CONTINUED FROM PAGE 2) 
possible to tell the life insurance story 
personally. It can be assumed that in- 
formation by word of mouth is better 
understo.d than by advertising, sales 
promotion, publications or publicity, he 
said. 

Sales promotion provides an excel- 
lent means of opening the door to the 
salesman. Publications enable the 
salesman and employe to better under- 
stand company objectives and learn 
how procedures may affect the future. 
Publicity tells the public how well the 
company performs. 

Life insurance advertisers have com- 
piled an astonishing record in selling 
an idea to the 100 million policyholders 
in the U. S., said William B. Lewis, 
president of Kenyon & Eckhardt ad- 
vertising agency. But now is not the 
time to relax because the future will 
bring challenges which will make the 
work interesting and rewarding. 


STUUKS 


Current 
Asked 











Bacon, 

Chicago, 
Previous 

Week’s Bid Bid 


By H. W. Cornelius, 
135 S. La Salle St., 


Aetna Life 
Beneficial Standard 
Cal.-Western States .... 
Colonial Life ............. 







Coiumbian National 78 78 80 
Commonwealth Life ........ 20% 2012 21% 
Connecticut General ......... 242 240 44 
Continental Assurance .... 114 113 115 


Franklin Life 


Jetferson Standard ea 
Kansas City Life ................ 
Life & Casualty ........... 












Life Insurance Investors 13% 13% 14% 
Life of Virginia ............... 9712 97 99 
Lincoln National Life ...... 198 196 199 
National L. & A. ... col =~ an 8414 8612 
North American, III. ........ 18 1834 1934 
N.W. National 88 91 
Ohio State Life ... 267 275 
Old Line Life ........... 56 59 
Republic Natl. 38 39% 
Southland Life 81 84 
Southwestern Life . 93 91 f 95 
Travelers 8034 82 
United, Ill., .... 22 23 
U. S. Life 262 27% 
West Coast Life 46 472 
Wisconsin National 53 53 56 























MITT TTT TTT 


JI nsurance 
750 Main Street, 


growing type of insurance. 


inquiries solicited. 


ily Life Company 


Connecticut’s fastest growing life insurance company specializ- 
ing exclusively in Consumer Credit Insurance, America’s fastest 


Low Cost Credit Life and Disability Plans available for all 
institutions extending consumer credit. Agents’ and Brokers’ 


Hartford, Conn. 














“Rookies of the Year”’ 


In 1955 these two young men thrilled 
everyone by making the Million Dollar 
Round Table their first year selling life 
insurance .. . and now to prove it was no 
fluke they both repeated in 1956—a truly 
remarkable record. 

Both men say .. . “Our success with 
Indianapolis Life can be attributed to supe- 
rior, success-proven training schools, a wide 
array of quality, low-cost, competitive Life, 
Accident, Sickness and Hospitalization 
policies . .. and a most helpful home-office. 
We like, too, the Company’s career com- 
pensation plan and production incentive 
agreement which are so rewarding.” 


Anderson, Indiana 


Wa ter H. Huent, President 








a 


e+ + MAKE 


MILLION DOLLAR © 
ROUND TABLE 


2nd Consecutive Year 





> 
THOMAS H. REDMOND JACK PECKINPAUGH 
Age 28 Age 29 


Muncie, Indiana 


ARNOLD Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutval—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Fla., Ill., Ind., lowa, Ky. 


. Mich., Minn., Mo., N.D., Ohio, S.D., Texas, Wis. 








CALIFORNIA 











ACTUARIES a 











ILLINOIS (cont.) 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Les Angeles 








CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. Chicago 4, Ill. 











GEORGIA 




















IND. & NEB. 

















RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. Atlanta - 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapolis - Omaha 











JAcksen 3-7771 

















GA. VA.-N.Y. 


MISSOURI 




















BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 





NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 














RICHMOND ATLANTA NEW YORK 














(LLINOIS 


NEW YORK 














CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 





Consulting Actuaries 
Auditors and Accountants 


Wolfe. Corcoran & Linder 
116 John Street, New York, N. Y. 

















Telephone CEntral 6-1288 














WASHINGTON & 
CALIFORNIA 








NALU; 
Vasson 
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OPENINGS 
FOR SALES REPRESENTATIVES 
If you have life insurance sales or consumer 
finance experience and desire an opportunity 
for higher earnings and executive develop- 


ment please contact C. A. Peterson of our 
Hartford office. 











Harry S. Tressel & Associates 


Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 


M. Wolfman, F.S.A. Wm. P. Kelly 
N. A. Moscovitch, F.S.A. D. W. Sneed 














A. E. Selwood 
| FRanklin 2-4020 








Milliman & Robertson 


Consulting Actuaries 


914 Second Ave. 
Seattle 4, Wash. 


400 Montgomery St. 
San Francisco 4, Calif. 
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LIFE 
Better standards of living de- 


mand better housing. Liberty Life, 
by investing millions of dollars in 
home mortgage financing, is helping 
thousands of families in the Southeast 
to enjoy homes of their own. This vital 
contribution to the progress and pros- 
perity of our region is only one activity 
of the Company which is today pro- 
viding life insurance protection to over 
900,000 policyowners. 
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LIBERTY LIFE 


INSURANCE COMPANY 


Gréenville, South Carolina 


FINANCIAL FREEDOM FOR THE FAMILY 
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OTHER 


DINKLER 
HOTELS 


THE DINKLER-TUTWILER 
Birmingham 


Attontas Finest 
oh THE 
DINKLER PLAZA 


ms = THE 
| ‘Il DINKLER- 
: | JEFFERSON DAVIS 
i| Montgomery 
THE 
DINKLER- 
ANDREW JACKSON 
Nashville 


THE ST. CHARLES 
New Orleans 
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AND 


MOTOR 
INNS 


JAMAICAN MOTOR LODGE 
Jacksonville, Fla. 
THE BELVEDERE MOTEL 
Atlanta, Georgia 
e 





~ Everything's new; 
including banquet 
facilities to accommo- 
date 2000 persons; 
600 beautiful guest 


rooms and luxur 
y Teletype Service 


suites; 4 outstanding to all Dinkler Hotels 


restaurants and com- e 
CARLING DINKLER 
President 


CARLING DINKLER, JR. 
Executive Vice President 


plete air-conditioning 
throughout the hotel. 











More Pictures of Roanoke Meeting 





Chatting before the opening of the 
NALU national council session at the 
Roanoke midyear meeting: Stanley C. 
Collins, left, Metropolitan Life, Buffalo, 
immediate past president, chairman of 
the functions and activities committee 
and of the committee of past presidents, 
and Albert C. Adams, John Hancock, 
Philadelphia, social security committee 
chairman. 





Between sessions at the NALU mid- 
year meeting: Frank G. McNamara, 
Old Line Life, Waukesha, Wis., chair- 
man of the resolutions committee and 
a candidate for NALU trustee, and Wil- 
liam H. Pryor, Connecticut Mutual, 
Wauwatosa, Wis., field practices chair- 
man. 





Pasismuk. .. 


A trustee and committee chairmen on 
the dais at the NALU midyear meeting 
in Roanoke: From left, Q. L. Ching, 
Prudential, Honolulu, relations with 
attorneys; Jack White, Prudential, Los 
Angeles; Back row, L. Mortimer Buck- 
ley, New England Life, Dallas, Gener- 
al Agents & Managers Conference, and 
Mrs. Alberta Light, National Life of 
Vermont, Rroyal Oak, Mich. 





Managing Director Lester O. Schriy. 
er of NALU gives his report at the na. 
tional council meeting at Roanoke, 





At the Roanoke midyear meeting of! 
NALWU: J. Hicks Baldwin, New England! 
Life, Washington, D. C., NALU treasur- 
er; President A. Jack Nussbaum, and 
Louis J. Grayson, Travelers, Washing.” 
ton, D. C., NALU trustee and chairman) 
of the veterans’ and servicemen’s com- 
mittee. 


RS 





President A. Jack Nussbaum 
NALU and Mrs. Ann Bickerton, NALU 
director of field services, chatting be- 
fore the NALU national council session} 
at Roanoke. 





Three committee chairmen at tht 
NALU midyear: R. E. Wood, Phoenix 
Mutual, San Francisco, nominating 
committee; Mrs. Thelma Davenport 
Northwestern Mutual, Washingto. 
D. C., women underwriters, and NALU 
Trustee John C. Donohue, Penn Mutual 
Baltimore, convention program. 
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OHIO NATIONAL LIFE DOES 





Take a LOOK at these... 


Life Plans 

Econ-o-life (Endowment at 90)— Special $10,000 
minimum, participating premiums as low as any 
you'll find. 

Thriftmaster (Endowment at 90, paid up at 65) 
— Special $10,000 minimum, competes anywhere. 
Modified Three and Five — designed especially 
for today’s young executive market. 


Endowment Pians 


Super 60 — special endowment at age 60 with 
return premium death benefit — the most copied 
plan on the market! 

Retirement Income Series —A complete line 
featuring flexible retirement dates and different 
income options. 


Attractive Annuities 


A complete portfolio, both annual and single 
premium. Flexible retirement dates and options. 


A Host of Low Cost Term Plans 
and Riders 
Level Convertible 5, 10, 15 Year Term Policies. 
5 Year Renewable Term — Convertible to 60, 
renewable to 65. 


Term to Age 65 — Convertible to 60. 
10, 15, 20, 25, 30 Year Decreasing Term Plans. 


New Low Cost Multiple Protection Rider — level 
term (with 20% increase in death benefit first 
3 years). 10, 15, 20 year periods — convertible. 


Plus 
Supplementary Benefits — Waiver of premium 
and $10 monthly disability income per $1000 
face amount, coverage to age 60. Low Waiver 
of Premium rates. Reduced rates on D. I. Most 
plans available from age 0 up. 
Liberal non-medical privileges, with increased 
amount limits. 
A complete line of policies for Pension Trust. 
Group life plans for small or large groups. 


The plans listed above are only a few of the many shown in the 1957 Rate Book. 














Now—New York Life announces 


a new convenience for its policy owners— 


CHECKO-MATIC 


pays your insurance premiums safely, surely 


every month out of your regular checking account 





yet you never write a check! 





is less than if you pay 


Check-O-Matic premium 


monthly the usual way! 
















Prevents possible 
lapse of your policy— 
due to forgetfulness! 
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— —— AERO 


TROUBLE! 


every month 
of writing checks 


or mailing them! 











Through the cooperation of your local bank, New 
York Life can now offer you Check-O-Matic—a new 
method of premium payment. It ties in with the 
modern American practice of budgeting everything 
by the month. It makes the monthly payment of 
insurance premiums completely automatic—you never 
lift a pen or lick a stamp! 

Here’s how Check-O-Matic works: First, you 
authorize New York Life to draw checks on your 
regular checking account for your monthly premiums. 
Then you authorize your bank to honor these checks 
—just as though you signed them yourself. 


That’s all there is to it . . . you budget a proper 
balance in your account and you do nothing more 
from then on, thanks to your local bank. The canceled 
check is your receipt. All you need to qualify for 
Check-O-Matic is a New York Life individual Life 
or Accident & Sickness insurance policy which has a 
monthly premium of $10 or more. 

Equally important, Check-O-Matic actually makes 
your premiums lower. For example, on a new life 
insurance policy where the regular monthly premium 
would ordinarily be $51.94, the Check-O-Matic pre- 
mium is only $50—a saving of $23.28 a year! 

Ask your New York Life agent for complete de- 
tails about this wonderfully convenient, wonderfully 
simple, wonderfully safe Check-O-Matic service. 


New York Life 


Insurance @lie Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance «+ Group Insurance 
Accident & Sickness Insurance 
Employee Pension Pians 








